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DISTINCTIVE PROGRESS 


L E A L “In great things, steady, consistent growth to meet the needs of 
the times, never slow, never hasty,—always forward to accomplish- 


ment.” 


LIFE INSU RANCE Co The Mutual Life Insurance Company of New York 

® America’s Oldest Legal Reserve Life Insurance Company 
The record and progress of The Mutual Life have been dis. 
ASSETS - = = $1,500,000.00 tinctive. and the notable changes and developments now mark- 
ing its history in meeting the requirements of increasing demand 
and a quickening growth are evolved from almost a century of 


“CLAIMS PAID ON SIGHT” experience and success. 


Policy contracts sacagietaly revised in _ Pain contracts 
* ° attractive in appearance. phrased in every-day language “‘eas 
Paid to policyholders over $1,050,000.00 to read.” easy to understand and to construe. They coal 
all the old provisions justified by experience and all the new 
The highest grade of service to policyholders warranted by science and by the knowledge of experience. 
and representatives. Improved Disability and Double Indemnity Benefits—under 
new provisions. 
Salary Deduction (allotment) Plan of insurance now written 
by the Company. 


IT IS THE LAST WORD IN we Insurance now written on standard forms. ages 
o 15. 


S E R V I & E _ An increased Dividend scale in 1926—the sixth consecutive 
increase. 


A majority of policy loans granted locally at Managing 
7 i end ; “i 
: he Company writes all standard forms of insurance. me 
T. F. Barry, Pose Barry Dietz, terms to men and women. Age limits, 10 to 70, inclusive. 
Founder President A Company conservative for entire safety, but forward- 
looking and forward-moving in accord with the new spirit and _ 
The GLOBE weekly news mailed to you new demand of the times. 


every week by request without charge. Those who contemplate taking up 
field work are invited to apply to 


























Home Offices: 


431 S. Dearborn St. Phone Harrison 1998 THE MUTUAL LIFE INSURANCE COMPANY 
CHICAGO OF NEW YORK 
34 Nassau Street New York City, New York 
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R 1 Uni Lif | A Peoria Life Agent’s Big Asset 
oyal Union Life | 
| Among the fixed aims of the Peoria Life has always 
been this one: to make it worth a great deal to be able 
Insurance Company to say, ‘I am the Peoria Life Agent.” Through its 
policy of ‘Service to Policyholders’”’ the Peoria Life 


Des Moines, Iowa | has built up a good will of incalculable value to its 
| representatives. 


STRONG AND PROGRESSIVE In every community where the Company operates, 


when people think of the Peoria Life, they re- 
member how promptly its death claims are always 
paid—how its agents have rendered every assist- 
ance to the beneficiaries—how the settlements are 
approved and checks mailed within thirty minutes 
after receipt of proofs—often delivered before the 
funeral. 








Paid to Policyholders, | 
The name of the Peoria Life suggests to the public 

$21,000,000.00 the unusually liberal policies and benefit it pro- 
vides. It reminds them of its Free Annual Health 
° Examination. They think of its friendly, helpful 
Insurance in Force as of attitude,—its Policyholders’ Bulletins and “Policy- 


Dec. 31, 1925.. .... .$148,281,904.00 | holders’ Month.” 


Every transaction deepens the impression that the 
Peoria Life is consistently giving life insurance 
service that is out of the ordinary. Such a 
favorable reputation for conscientious ‘Service 
to Policyholders’”’ is one of the big assets of the 
Peoria Life agent. 





A. C. Tucker, President 


C. D. Costello, William Koch, || PEORIA LIFE INSURANCE COMPANY 
Secretary Vice President | 
PEORIA, ILLINOIS 
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THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
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135 WitL1AM Street, New York 


Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 


harles H. Nicoll 
orem Vice-President 


Robert W. Blake 
Treasurer 
Sholto D, Kirk Fred B. Humphrey 
Assistant Treasurer Assistant Secretary 
Robert W. Blake, Managing Editor; Thomas J. V. 
Cullen, Statistician; Ernest V. Sullivan, Assistant 
Editor; W. Eugene Roesch, Associate Editor. 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago, Telephone, Wabash 0531 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright, 1926, by The Spectator Company, New York. 
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CHARACTER INVESTIGATION OF BAIL 
BOND AGENTS 

HE prison committee of the Asso- 

ciation of Grand Jurors, New York 
County, has under consideration the sug- 
gestion that New York police authorities 
be authorized to make a character investi- 
gation of every individual permitted to 
write personal or corporate bail bonds 
for those charged with crime. It has 
even been hinted that finger printing be 
resorted to in an effort to determine the 
moral hazard existing in the licensing of 
bail bond agents. 

The idea would be that character inves- 
tigations of this kind would be carried 
out; and then, when it came to a ques- 
tion of licensing on the part of the Su- 
perintendent of Insurance, he could either 
deny or grant the license on the facts re- 
garding the applicant’s record. Many 
people believe, and with reason, that ap 
affidavit from an individual whose char- 
acter is not above reproach is not worth 
the paper it is written on. 

THE Spectator has constantly agi- 
tated the adoption of three important 
measures with respect to bail bonds. 
These are: 1. Establishment of a Cen- 
tral Bureau of Criminal Record; 2. Bail 
put at the discretion of the judge in cer- 
tain major classes of crime; 3. Aboli- 
tion of discretionary court agents of 
surety companies. With regard to the 
second item in this program, it is well 
known that the new bail laws just 
adopted in New York are designed for 
this purpose. The other two parts of the 


program have not been carried out, but 
there is hope for the near future. 

Just what attitude the Association of 
Grand Jurors will take toward the theory 
of character investigation of bail agents 
has not been determined. It is well to gc 
slowly in this matter; for no one, and cer- 
tainly no insurance man, wants to see sc 
great an extension of police or depart- 
mental authority that governmental in- 
terference with the operation of private 
business would be the result. 





T the annual meeting of the Na- 

tional Fire Protection Association 
held at Atlantic City this week, President 
Rudolph P. Miller stated that 6 per cent 
of the fires throughout the country in 
1925 were caused by the carelessness of 
smokers. Other careless practices added 
another 4 per cent, he said, making care- 
lessness responsible for 10 per cent of 
This is a condition 
The American 


the fire loss total. 
that exists nowhere else, 
public is notoriously indifferent to the fire 
loss and despite the constant warning of 
insurance men and public officials, street 
after street of frame buildings with 
shingle roofs continues to be built. Un- 
safe fire conditions obtain not only in 
small towns but in large cities and _ the 
taxpayer continues to bear the burden 
of his own negligence. If the meeting 
of the National Fire Protection Associa- 
tion draws general attention to these 
evils, it will have accomplished a great 
good. 





of Mother’s 
to mind the 


HE national observance 

Day, last Sunday, calls 
fact that the founder of this most appro- 
priate celebration was Miss Anna Jarvis 
head of the Mother’s Day International 
Association at Philadelphia and a_fre- 
quent contributor to the columns of THE 
Spectator. At its very inception the 
movement in favor of the establishment of 
Mother’s Day had the wholehearted and 
instant support of insurance men; and 
that support has been individually and 
actively continued. 





Actuarial Society Meeting 

The annual meeting of the Actuarial So- 
ciety of America is being held this week at 
the Hotel Astor, New York city. Delegates 
will be in sessions to-day and to-morrow and, 
in addition to the regular papers presented, 
there will be a great deal of time devoted to 
discussion of the various questions. 
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TRIBUTE TO FREDERICK H. ECKER 
Work As President of New York Chamber 
of Commerce Praised at Annual 
Meeting 


The one hundred and fifty-eighth annual 
meeting of the Chamber of Commerce of the 
State of New York was held in New York 
city last Thursday and was attended by many 
of the most prominent business and profes- 
sional men in that territory. Frederick H. 
Ecker, vice-president of the Metropolitan Life 
Insurance Company, whose term as _ president 
of the Chamber expired, was retained on the 
official staff as vice-president. 

The incoming president, William L. De Bost, 
chairman of the executive committee, in refer- 
ring to the two years’ administration of Mr. 
Ecker regretted the fact that it was impossible 
to elect him to the presidency again because 
of a stipulation in the by-laws of the Cham- 
ber. Mr. De Bost paid glowing tribute to 
the successful work done by Mr. Ecker dur- 
ing the latter’s presidency and pointed out that 
many benefits had accrued to the members be- 
cause of Mr. Ecker’s capable rule; one of the 
phases of the Chamber’s progress being the 
fact that membership had increased to beyond 
the limit. 

The new official ticket of 
which was adopted, includes an insurance com- 
mittee of which Clarence A. Ludlum, vice- 
president of the Home Insurance Company, is 
The two committee members who 
insurance committee until 
May, 1929, are: Edson S. Lott, president of 
the United States Casualty Company, and 
George W. Lethbridge, of Lethbridge & Corn- 
wall, marine brokers. 


the Chamber, 


chairman. 
will serve on the 


Albany Legislation 

AuBany, N. Y., May 12.—Additional bills 
signed by Governor Smith include the follow- 
ing : 

Senator Truman, amending section 93, work- 
men’s compensation law, in relation to invest- 
ment of surplus or reserves belonging to the 
State Insurance Fund. It becomes Chapter 
748. 

Senator Ferris, amending section 282-e, high- 
way law, in relation to negligent operation of 
motor vehicles by persons other than the owner, 
by providing that, where a motor vehicle is 
sold under contract of conditional sale, with 
title in vendor, the vendee shall be deemed 
the owner until the vendor takes possession. It 
becomes Chapter 730. 


R. J. Albachten to Become Vice-President 
of Inter-Southern Life 

R. J. Albachten, manager of the St. Louis 
home-office agency of the Continental Life, 
has resigned to join the Inter-Southern Life 
Insurance Company at Louisville. His place 
in St. Louis is being taken by A. J. Wester- 
meyer. Mr. Albachten will be elected vice- 
president of the Inter-Southern Life at the 
next directors’ meeting and will have charge 
of agencies. 
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N EVERY line of en- 
deavor there will be found 
a few individuals, or com- 
panies, who invariably rise 
above their competitors. 





Assets = = 


Organized in 1892, the Mis- 
souri State Life Insurance 
Company has enjoyed a 
rapid and substantial growth, and today 
ranks among the foremost insurance com- 
panies of the world. In matters of service, 
progressive ideas and liberal treatment of 
both policyholders and Agents, it occupies 
a unique position of leadership. 


With admitted assets of more than $61,000,- 
000, and outstanding insurance in excess of 
$587 ,000,000, it stands 19th among the 348 
Legal Reserve Life companies of the United 
States in volume of insurance in force. 


The Missouri State Life has made many 
valuable concessions to the insuring public, 
both in underwriting ruies and benefits con- 
tained in policy contracts. Its contracts are 
singularly free from restrictions and broad 
in their coverage. An outstanding feature 
is the early cash loan values. In most 


The March of Progress 








“i é a a 
In 34th Year 


Insurance in force = $587,586,508 











policies there is a loan value 
available to help pay the 
second year’s premium; 
cash values begin at the 
end of the second year in 
the more popular contracts. 
= $ 61,889,485 

These liberal provisions 
greatly minimize the 
Agent’s selling effort. 


The constant aim of the Missouri State Life 
is the perfection of its service to policy- 
holders and Agents. A system of Branch 
Offices in important centers, in addition to 
General Agencies, has been developed to 
give direct and prompt service to clients 
and representatives. 


With its Home Office in Saint Louis, “‘the 
City surrounded by the United States,’’ the 
Company enjoys a distinct geographical ad- 
vantage in expediting the handling of its 
business in all parts of the country. 


Its multiple plan of insurance selling through 
its Life, Accident and Health, and Group 
Departments, offers Agents an exceptional 
opportunity to multiply the results of their 
daily work and thereby multiply theirincome. 






Missouri State Life 
Insurance Company 


M. E. Singleton, President 


Life - 





Accident 






Home Office, Saint Louis 


Health - 





Group 
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NEW YORK STATE LIFE UNDER- 
WRITERS MEET 


Julian S. Myrick Elected President for 
Ensuing Year 


The annual meeting of the New York State 
Life Underwriters Association was held at the 
Genesee Valley Club, Rochester, N. Y., on 
Thursday, May 6. The following associations 
were represented: Albany, Elmira, New York, 
Syracuse, Buffalo, Jamestown, Rochester, 
Utica, Watertown. There were no represen- 
tatives from Binghamton or Poughkeepsie. 

The regular business was transacted. Inter- 
esting reports were made by representatives 
from the various associations and a fine cross- 
section of the work which they are doing was 
given to the delegates. Various successful ideas 
of the individual associations were exchanged 
freely to the mutual benefit of everyone con- 
cerned. 

William A. Searle, executive vice-president 
of the National Association of Underwriters, 
was present and made the suggestion of getting 
the co-operation of the State Association and 
local association for a rural membership which 
would give the insurance agents in the country 
districts an opportunity of joining in the life 
association movement. The State Association 
heartily endorsed this idea ard suggested that 
they would approve the idea of having Mr. 
Searle and some local association test it out 
and if it is successful they will pass it on to 
the other associations. 

The Association reaffirmed its belief in the 
wisdom of maintaining section 97 as it exists 
and to look with apprehension upon the move 
to amend or rewrite this section of the law. 

The following officers were elected for the 
ensuing year: President, Julian S. Myrick, of 
New York city: vice-president, Sydney Werti- 
mer of Buffalo; secretary-treasurer, Vincent B. 
Coffin of Albany. 


American Central’s Celebration 

INDIANAPOLIS, IND., May 1t0.—Ptfans for the 
observance of the $200,000.000 goal reached by 
the American Central Life Insurance Com- 
pany in the 100-day campaign, which ended 
a short time ago. are nearing completion. The 
company will hold a celebration in Indianap- 
olis, May 30 to June 2, which will include the 
annual 500-mile Speedway race, a day’s tour 
of the home office, and a banquet at the close 
of festivities. 


Home Life Convention 
The Home Life Insurance Company of New 
York held an honor roll convention at the Hotel 
Pennsylvania, May 6 and 7. Approximately 
175 members of the field staff and guests list- 
ened to addresses by President Ethelbert Ide 
Low, Ellis W. Gladwin, and others. 


Cancer, heart disease, 
were the leading 
causes of death in Virginia during 1925, according to 
annual report of the State Board of Health. These 
four maladies took off 10,000 of 30,000 persons who 
died in the State last year. 


—RicuMmonn, Va., May 8.- 


apoplexy, and Bright’s disease 


TO VISIT MEXICO 


Dr. Frederick L. Hoffman to Make Ex- 
tended Investigation 


Dr. F. L. Hoffman, consulting statistician, 
Prudential Insurance (Company of America, ex- 
pects to leave for Mexico on June Io to make 
an extended investigation into Mexican health 
conditions but with particular reference to cer- 
tain diseases, especially typhus fever, malaria, 
tropical diseases and cancer. Dr. Hoffman will 
visit the West Coast, Central Mexico, Yuca- 
tan and the Isthmus of Tehuantepec, conclud- 
ing his trip with Guatemala and possibly Bri- 
tish Honduras. 

He is expected to return about October 1. 
He will have with him two young men for 
the compilation of statistics, instrumental ob- 
servations, etc. He will visit most of the 
leading hospitals in Mexico, his investigation 
being made with the full co-cperation of the 
Mexican government and the Mexican medical 
profession. He will also give particular at- 
tention to Mexican insurance laws, the business 
results of foreign companies transacting busi- 
ness in Mexico, the extra premium charges 
for residence in the tropics, ete. 

If an opportunity should present itself he 
also expects to give attention to the develop- 
ment of aviaticn in the Mexican Republic. He 
will visit many out-of-the-way places and in- 
quire into the health conditions of the native 
population with particular reference to cancer 
in the furtherance of his cancer research 
among native races. 


Prudential’s Indiana Meeting 


INDIANAPOLIS, IND., May 10.—Life insurance 
challenges the individual with the gospel of 
unselfishness, Edward D. Duffield, president of 
the Prudential Insurance Company of Amer- 
ica, asserted the night of May 6 at a banquet 
of the Indianapolis Association of Life Un- 
derwriters. ‘Charles F. Coffin, vice-president 
of the State Life Insurance Company, was 
toastmaster. It is estimated that more than 
300 insurance men attended. The address of 
Mr. Duffield was broadcast over the radio. 


New Kansas Company 

ToreKA, Kan., May 10.—The Spot Cash In- 
surance Company of Topeka has been granted 
a charter by the Kansas charter board. The 
company has ten thousand dollars capital and 
is to write burial, accident and the health in- 
surance. The company has been organized by 
a group of insurance agents living in small 
towns near Topeka who believe there is a field 
for this class of insurance in their own local 
territories. The incorporators of the company 
are: L. O. Parr of Silver Lake, Kan.; F. L. 
Ebey and C. J. Smith of Topeka; C. A. Lem- 
bach of Onaga and C. E. Clease of Rossville. 
The company proposes to write only a limited 
form of burial, accident and health insurance 
and for the present will attempt to cover only 
a limited territory. The company proposes to 
issue no policies until the actual cash has been 
collected. 


SMASHES ALL RECORDS IN HONOR- 
ING VICE-PRESIDENT T. LOUIS 
HANSEN 
April Business of Guardian Life $12,718- 
796—Biggest Month in History of 
Company 


The new business drive in April instituted 
by the field force of the Guardian Life Insur- 
ance Company of America to commemorate the 
thirty years of active service with the com- 
pany of its vice-president, T. Louis Hansen, 
was by far the most successful month in the 
history of the Guardian. The total of $12,- 
718,796 for the month exceeded the best pre- 
vious monthly record by more than $800,000. 
‘Coincidentally, the last day of the drive pro- 
duced $1,372,400 of new business, establishing 
a new record for daily production by an in- 
crease of $175,000 over the best previous mark 
for any one day’s business. 

The work of Vice-President Hansen, as the 
active head of the field force of the Guardian 
Life, has been one of the main factors in the 
rapid growth which the Guardian is enjoying, 
and while this campaign was staged by the field 
force in appreciation of his efforts, the occa- 
sion of his thirtieth anniversary with the com- 
pany will be marked by a permanent testi- 
monial in the form of a large and handsome 
bronze service plaque to be presented him by 
the field force in lieu of the service pin usually 
given for thirty years of ‘active service. This 
plaque will be engraved with the names of the 
fieldmen and agencies whose outstanding good 
work made Hansen Month a success. 


Life Insurance Code for District of 
Columbia 

Wasuincton, D. C., May 10.—Legislation 
providing a code governing legal reserve life 
insurance business in the District of Colum- 
bia has been introduced in the Senate by Sen- 
ator Sackett of Kentucky. The bill is under- 
stood to have the approval of district insurance 
officials, and to meet the desires of the insur- 
ance industry. It is believed to be substan- 
tially the same as the corresponding provisions 
in the pending insurance-code measure, which 
has been the subject of considerable contro- 
versy, so as to permit its inclusion in the gen- 
eral code should that bill be passed by Con- 
gress. 

Only concerns engaged in life insurance busi- 
ness on the legal reserve plan are covered by 
Senator Sackett’s measure, which provides for 
annual licenses, examinations, standard policy 
provisions, etc. Every company engaging in 
business in the District of Columbia will be 
taxed at the rate of 1 per cent of the net pre- 
miums on contracts covering risks in the Dis- 
trict, it is provided. 


J. H. Klingler Appointed 
The American Central Life Insurance Com- 
pany of Indianapolis has announced the ap- 
pointment of James H. Klingler as superin- 
tendent of agencies for Tennessee. 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
if: Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
ae ttt.-2% ~=©ly Premium plan. 








©. G L. BUILDING Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for Es }[ oe 
Males and Females alike. ADAMS ST. 







































































Standard and Substandard Risk Contracts, 1. e. less work for nothing. | Continental | [Chicago 
e a... > Stock O| 
We have openings in Ala., Ark., Dela., D.C., Fla., Ga., Ill., Ia., to |_Nat’l. Bk. | b re 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. x QUINCY ST. ace 
PP — Illinois x - g & 
olony § era n e Ho 
THE OLD COLONY LIFE INSURANCE COMPANY = }5E2/{0. 8) wehe | 
of CHICAGO, ILL. “-_ JACKSON BOUL. ia 
B. R. NUESKE, President Pee Board 
The Company has its Home Office in its own building at 166 W. Jackson Bivd. running through Soehanee | | Trade 
| Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
HOW DOES THIS STRIKE YOU? 
The Golden Rule Agent's Contract has been Revised and Improved A (j OLDEN TR AIL 
~”60%"graded_and one renewal right off the bat. 
5% extra for cash. 
Bonus and additional renewals for volume. September casts a golden spell over Colorado. 
Five ‘renewals of 5% for a volume of $25,000 personal. The aspen trees which dot the mountain sides 
$1.00, per thousand bonus and 10 an Peco turn a bright yellow in the autumn months and 
$2.00, per thousand bonus and:10 renewals for $100,000 . saeuare cely ‘i 
$3.00, per thousand bonus and 15 renewals for $300,000 in September their rich color fairly gleams 
$4.00, per thousand bonus and 15 renewals for inca In this gay season tine agents af Thee Lincs 
aoe NOR RTRORY AD THe ercarr = National Life will revel in The Heart of the 
TO APPOINT OTHER AGENTS ~ Rockies this year. 
Their volume is combined with yours, and YOU receive the When the Twenty-first Anniversary Jubilee of 
bonus and renewals for which you qualify and they fail to The Lincoln National Life is held in Rocky 


qualify on their business. 
There is our whole wonderful agency proposition in a nut shell. | 


The Policies You Would Sell Are Equally Attractive. 


You have heard of Perfected Endowments which are 
Ordinary Life with endowment additions and return the savings 
in addition to the face of the policy in the event of death. You 
should also investigate. 

THE PREFERRED RISK $5,000.00 SPECIAL 


Ordinary Life—$5,000—Age 35—Premium...... $106.50 
Dividend $17.25—First Year Net Cost.......... 89.25 
or $17.85 per thousand. (Contingent upon payment of the second premium.) 


Compare our net cost with that of your favorite company or 
with Government Insurance. You have a surprise coming 


AND THE ENDIS NOT YET! 


The Columbus Mutual Life Insurance Company 
580 East Broad St., Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice Pres. & Sec’y. 


Mountain National Park next September, every 
Lincoln National Life agent will be sure that it 


pays to 





The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character” 
Lincolo Life Building, FORT WAYNE, IND. 
More Than $400,000,000 in Force 
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rights. 


Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an 
unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 

















BANG! 


New Territory— 
New Opportunities 


Have just opened Pennsylvania 
and California and have a number 
of very desirable openings for 
good men. Special Agents and 
District Managers can make fine 
connections. Also some good posi- 
tions open in Michigan, Indiana, 
Illinois, Kansas and Missouri. 


Address communications direct 
to Home Office, South Bend, Ind 


Income Guaranty Company 


(STOCK COMPANY) 

















Seventy-Five Years Ago 


the Massachusetts Mutual Life Insur- 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 


, holders. 


During all these years this institution 


has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 

The Company of Satisfied Policyholders 
Joseph C. Behan, Superintendent of 
Agencies. 


Massachusetts Mutual Lite 
nsurance Company 


Springfield, Massachusetts 


Organized 1851 











GUARDIAN LIFE OF AMERICA ENTERS 
MASSACHUSETTS 


Joseph E. Lockwood Appointed Manager 
at Boston—Many Developments 
Planned 


With the recent announcement of the ap- 
pointment of Joseph E. Lockwood as manager 
of its new Boston office, the Guardian Life In- 
surance Company of America discloses its plans 
to develop a State-wide organization in Mass- 
achusetts, with offices in Boston, Worcester, 
Springfield and other principal cities. Mr. 
Lockwood has already opened offices in the 
Chamber of Commerce building at 80 Federal 
street, Boston. 

Joseph E. Lockwood, manager of the Guar- 
dian’s Boston office, was general agent for the 
Provident Mutual in Kansas City for the past 
several years, having been appointed to that 
position after eight years in the field as a 
special representative and supervisor. He was 
successful there in developing the production 
of his agency in commendable fashion, in spite 
of the serious financial depression which the 
Kansas City territory suffered in 10923-1924. 
Mr. Lockwood is an alumnus of the Univer- 
sity of Pennsylvania and is also a graduate of 
one of the first classes in life insurance sales- 
manship conducted by the Carnegie Institute 
of Technology. While at the University of 
Pennsylvania he made a great record for him- 
self on the varsity track team, co-starring with 
the famous Ted Meredith. 

Agency Director of Continental Life 

St. Louis, Mo., May 11.—James P. Sullivan, 
for fifteen years active in life insurance circles 
in Wichita, Kan., has been appointed to the 
position of agency director of the Continental 
Life Insurance Company of St. Louis. This 
position was made vacant by the resignation of 
C. G. Arnette. The announcement of the ap- 
pointment of Mr. Sullivan was made public by 
President Melson at a banquet Saturday eve- 
ning in St. Louis, which was attended by the 
officers, directors and members of the St. Louis 
agency force. The affair was in honor of Mr. 
Sullivan and Andrew J. Westermeyer, re- 
cently appointed manager of the St. Louis 
agency. 


True Uncapher Dies in Florida 

True Uncapher, first vice-president and gen- 
eral manager of the Western Union Life In- 
surance Company of Spokane, died last week 
at St. Petersburg, Fla., where he had gone in 
an effort to recover from a prolonged illness 

Mr. Uncapher was born in Ohio in 1868 and 
was admitted to the Bar in that State, later 
practicing law there for several years. After 
an introductory term of service with the com- 
pany, he was made vice-president and general 
manager of the Western Union Life in 1916 
and took direct supervision of the development 
of the company’s business. His work was com- 
pletely successful and during his active rule 
of production the company’s assets increased 
greatly and its insurance in force went from 


Ss 


$28,000,000 to $70,000,000. 


Ohio State Life Opens ‘New Home Office 

The informal opening of the new home-of- 
fice building of the Ohio State Life Insurance 
Company at Broad street and Grant Avenue, 
Columbus, takes place this week. Appropriate 
exercises are being held to commemorate the 
occasion and the events will occupy two days, 
Wednesday and Thursday. 

E. S. Gaylord Dies 

Edward S. Gaylord, general agent for the 
National Life Insurance Company, Montpelier, 
Vt., died at Syracuse. He has been connected 
with the Syracuse office for the past eleven 
years. Mr. Gaylord has been succeeded by 
Edward DeL. Cutler. 








Know the facts 


Your judgment can be 
only as good as your 
information. 


Do you know — 


Mutual Trust is one of the few 
purely mutual “old line’ com- 
panies in the United States operat- 
ing on the “full level premium 
reserve basis’’. 


Juvenile Endowments are written 
as low as date of birth? (Regular 
policies to children over ten). 

A Preferred Risk Ordinary Life 
policy is written on an usually 
low premium for business and pro- 
fessional men? 


An “old age’ Income Endowment 
policy providing a life income of 
$10.00 a month per each $1,000 of 
insurance, is issued. Income com- 
mences at age 65. 


Correspondence Invited 


MUTUAL TRUST 
LIFE INSURANCE COMPANY 


CARL A. PETERSON, Vice-Pres. 
A. E, WILDER, Dir. of Agencies 


The Chicago Temple — Chicago 
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WHY NOT BECOME A GENERAL AGENT? 


Many successful agents outgrow their present duties, and 
continue as sub-agents only because no opportunity is given 
for promotion. 

In the states of Alabama, Arkansas, Louisiana, Oklahoma and 
Texas, we offer to well qualified agents, liberal General Agency 
contracts with choice of splendid locations. 

Your communication will be received and treated with con- 
fidence. 


IRA F. ARCHER, Superintendent of Agencies 


Louisiana State Life Insurance Company 
SHREVEPORT, LA. 





| SRST - 


Atlantic Life Insurance Company 
Richmond, Virginia 


General Agency openings available in 
Michigan Texas 
North Carolina 
Assets more than $15,000,000 


“Honestly It’s the Best Policy’”’ 








MINNESOTA 


The Land of Lakes and Opportunity for YOU 


There are several towns in Minnesota—real towns of pros- 
perity and unlimited opportunity, where we want you to 
represent this company. If you make good in this capacity, 
the chances are that you will make more money than you 
ever have before. Write us briefly, but show us fully, that 
you merit a chance for an appointment. 











THE 
TWO-REPUBLICS 


Life Insurance Company 
EL PASO, TEXAS 


favorable 
contracts to men who will work. 


Openings in Texas, New Mexico and Arizona. 
ALLEN H. RODES, President 


Offers exceptionally 








OUT IN INDIANA 


The state of history, a leading commonwealth in agriculture 
and manufacturing, can be found the widest possible scope for 
successful men in Life Insurance Salesmanship. THE WEST. 
ERN RESERVE LIFE INSURANCE COMPANY of Muncie 
Indiana, has just closed a MILLION DOLLAR deal on one of 
the largest manufacturing enterprises in the west. The com- 
sage is making satisfactory progress and can use capable men 
n its organization under advantageous contracts. Address 
communications to— 


John W. Dragoo, Secretary, 














THE WOMAN’S BENEFIT ASSOCIATION 


ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society in the World Composed Exclusively of Women 
The Rates are Adequate 
Total Membership including Juniors is over 270,000 
The Reserve Fund is nearly $20,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Member 
Health Service at W. B. A. Health Centers 
Visiting Nurse Service Free for Sick Members 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for Information to 


MISS FRANCES D. PARTRIDGE, 
Supreme Record Keeper, Port Huron, Michigan 


MiSS BINA M. WEST 
Supreme Commander, Port Huron, Michigan 








GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky, Tea- 
nessee, South Carolina, North Carolina, Georgia, Michigan, 
Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y 











HOME LIFE 


Insurance Company of New York 


ETHELBERT IDE LOW, President 


The 66th Annual Report shows:} 


Premiums received during the year 1925 

Payments to Policyholders and their Beneficiaries in Death 
Claims, Endowments, Dividends, etc 

Increase in Assets 

SOEUR TAINO 6:5 6:535.0'0 60 e'0 010\0.0:.4 o se dessines bcsiecbercs eure 

Admitted Assets 


FOR AGENCY APPLY TO! 


256 BROADWAY, NEW YORK 





poe 

















BUSINESS OF 1925 


$117,647,000 
$13,691,000 


$857,429,816 
$76,344,849 


New Insurance 
Increase over 1924 


Insurance in Force 
Increase over 1924 


New England Mutual Life Insurance Company 


Boston, Mass. 





The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 
Independence Square Philadelphia, Pa. 
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NEW YORK SURVEYS 

The Necessary Element.—In the proposed 
new organization everything is going to de- 
pend upon two matters. The first and primary 
thing is that the very highest and best trained 
executives give their time to the committee 
service. The organization can never be prop- 
erly founded unless this is done. The second 
is that extreme care must be used in the choice 
of a staff. It is larger than the local organ- 
ization; in fact it will come to have a national 
sienificance because it will handle among other 
things that exceedingly difficult problem, the 
matter of rates. Briefly, the organization’s 
success will depend upon how willing the mem- 
bers are to sacrifice their personal interest to 
do the necessary committee work and upon 
having a staff that is capable of carrying out 
the things which are decided upon. 


A Better Way.—-In a recent disaster which 
occurred in a Southern port, where due to an 
oil fire on a ship over thirty hands were lost 
because in jumping overboard they jumped into 
burning oil, the conclusion was that adequate 
insurance was the only way to meet these haz- 
ards. As a matter of fact, the primary thing 
is safety; insurance never makes up for loss 
of life. It can partly recompense the economic 
loss: that is all it can do. 





BOSTON AND VICINITY 
The Annual Outing of the New [England 
Insurance Exchange will be held at the Far- 
ragut House, Rye, N. H., on the days of June 
Io and 11. The regular monthly meeting of 
the Exchange will be held in New Hampshire 
rather than in Boston. 


Arthur A. Forness, well-known Beverly 
insurance agent, has been elected president of 
the Beverly Savings Bank, succeeding Roland 
W. Boyden, retired. Mr. Forness has for some 
years been vice-president of the bank. 


Orlo E. Cook and Lewis H. Small have 
heen appointed to supervise the New England 
territory for the Insurance Company of North 
America and its subsidiaries, succeeding the 
late Charles E. Parker. Mr. Cook will have 
charge of Vermont, Maine, New Hampshire 
and Rhode Island and Eastern Massachusetts. 
Mr. Small will have charge of Connecticut and 
Western Massachusetts. 


The Boston Insurance fraternity was 
shocked last week to learn of the death of 
Frederic R. Galachar, vice-president and di- 


“rector of the John Paulding Meade Co. of this 


city. Mr. Galachar has been prominent in 


Boston insurance circles since 1899. 


The Chamber of Commerce of Lynn has 
barred the use of wooden shingles throughout 
the city. The action was taken through the 
fire prevention committee. 
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FROM SAN FRANCISCO 

Fire Insurance Rates on oil in storage in 
tanks have been doubled and on that in reser- 
voirs have been trebeled by action taken by the 
Board of Fire Underwriters of the Pacific at 
a meeting held in San Francisco on last Thurs- 
day. Rates on the containers are also effected 
by the increase. The former rates were 30 to 
50 cents for tanks and their contents and from 
75 cents to $1.50 for the reservoirs. The new 
schedule was effective immediately and is con- 
sidered by many underwriters who voted for 
the increase as only temporary; that further 
increases are likely in the very near future. 


Cancellations on oil business are now 
expected to slacken and a larger volume of the 
business being offered is being accepted on the 
new basis. For the past two weeks many com- 
panies have heen taking on oil business at rates 
quoted by themselves pending the action of the 
Board. These policies will be revised to fit the 


new rates, it is said. 


TRAVELERS FIRE TO INCREASE 
CAPITAL 


Additional Issue of 5000 Shares Recom- 
mended by Directors 


The stockholders of the Travelers Fire In- 
surance Company, of Hartford, will meet on 
Monday, May 17, to approve a recommendation 
of the directors that an additional 5000 shares 
of stock be issued. The present capital of the 
company is $1,000,000, with a charter author- 
ization of $5,000,000. The par value of the 
stock is $100. It has not yet been announced 
at what premium the new stock 1s to be sold. 

New Orleans News Letter 

New Oreans, La., May 8—Accompanied 
by a substantial delegation of local insurance 
men, John X. Wegmann, president of the New 
Orleans Insurance Exchange, attended the an- 
nual convention of the Louisiana Insurance So- 
ciety which was held at Monroe last month, 
and secured the endorsement by the Society of 
the invitation issued by the New Orleans In- 
surance Exchange to the National Association 
of Insurance Agents to hold its 1927 conven- 
tion in New Orleans. 

The Society adopted by unanimous vote reso- 
lutions furthering the action of the New Or- 
leans Exchange and President Geo. A. Petrie 
will call a meeting of the executive committee 
to take the necessary steps to enlist the co- 
operation of all the Louisiana insurance agents. 
Every effort will be made to send a large dele- 
gation to Atlantic City to present and press 
the claims of New Orleans. 

It is expected that Hon. Arthur O’Keefe, 
mayor of New Orleans, will head the delega- 
tion. Hon. Arnold Bernstein, mayor of Mon- 
roe, has promised to be of the delegation. 


9 





U. S. CHAMBER MEETS 


Condemns Compulsory Auto Insur- 
ance by Resolution 


DISCUSSION OF VITAL STATISTICS 


H. A. Smith Presides Over Insurance 
Group Session—Walton A. Crocker 
May Be a Director 


Wasnincton, D. C., May 11.—Resolutions 
outlining the attitude of the United States 
Chamber of Commerce on several outstanding 
insurance questions were adopted today at the 
meeting of the Insurance Group of the Cham- 
ber, which this week is holding its fourteenth 
meeting in Washington. 

The various resolutions were adopted follow- 
ing discussion of the problems by members of 
sub-committees appointed to make investiga- 
tions. 

H. A. Smith, president of the National Fire 
of Hartford, presided over the meeting, and in 
made a 
service. Other addresses 
sion of vital statistics and the necessity for 
bringing the entire country into the registra- 
tion area, by Leroy A. Lincoln, general at- 
torney of the Metropolitan Life: supervision 
and W. Wade, North 
Carolina Insurance Commissioner, and J. B. 


annual 


addition short address on insurancé 


included a discus- 


regulation, by Stacy 
Reynolds, president of the Kansas City Life: 
compulsory automobile insurance, by James S. 
Kemper, president of the Lumbermens Mutual 
Casualty. 

“The Chamber of Commerce of the United 
States is in sympathy with any constructive 
effort looking towards the reduction of the toll 
in life and property resulting from accidents 
on streets and highways,” it was declared in a 
resolution compulsory insurance. 
“The Chamber believes this can be 
plished through the initiation and maintenance 
by States and municipalities of automobile ac- 
cident prevention activities as well as the 
enactment and enforcement of legislation.” 


condemning 
accom- 


The general meeting also will vote upon the 
nominations made yesterday by the national! 
councillors directors, included in which 
were the names of Walton L. Crocker, of the 
John Hancock Mutual Life of Boston, and 
James S. Kemper, of the Lumbermens Mutual 
Casualty of Chicago. 


for 


Andrew W. Grinn Joins Central Fire 

Andrew W. Grinn, formerly with the Bam- 
bridge Corporation, is now connected with the 
Central Fire Insurance Office. Mr. Grinn has 
been in the insurance business for about seven 
years. He was at one time connected with 
the National Liberty Insurance Company. 








The Association will nowhere find better 
cheer and a more cordial welcome than in New 
Orleans and the delegation will make this so 
clear in their presentation of the case that |] 
have no doubt the Association will accept 
gladly the invitation to be the guests of the 
Queen City of the South. 

O’Hacerry. 
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INTER-SOUTHERN LIFE INSURANCE 
COMPANY TERRITORY 





In all the Realm of Preparedness 








ee Next to 
“THE ROCK OF AGES” 
scien Comes the Bulwark of Life Insurance 


The Inter-Southern Life affords those who are looking about for their 
life work a three-fold profit for everything they do. 


A Profit in Money. 
A Profit in Service. 
A Profit in Gratitude. 








If you have vision, 
If you believe in yourself, 
If you believe in earnest. effort 


then in this territory of ten states, somewhere there is a place and a 
plan for you with this Company. 


Inter-Southern Life Insurance Co. 
Louisville, Ky. 
Is A Good Company 


Clean - Strong - Progressive 


























Facts in the Case 


| ny Continental Congress Adopted a resolu- 
ie tion Declaring for Independence July 2, 

I ) 1776. 
( Declaration of Independence unanimous- 


ly and formally adopted by Congress and 
signed by the President, John Hancock of 
Massachusetts, July 4. 


Declaration Engrossed on Parchment 
and presented to Congress August 2. John 
Hancock again affixed his now famous signa- 
ture and declared, “I write so that George 


HOME OFFICE | a the Third may read without his spectacles.’’ 


4D Forty-nine others then signed, and later the 


CHICAGO | entire fifty-six who adopted the Declaration. 

The Original Parchment Copy thus 

ILLINOIS 7%) signed is preserved under wax and glass in 

42% the Library of Congress at Washington, 

D. C., where ‘‘All Nations may behold it and 
Time shall not efface it.” 








| A The John Hancock 
| ) 4) Mutual, so far as 


¥ known, is the _ Z Wt. 
EDWARD H. BURKE | . eyo Witt “EL 

| : zen can obtain free it Sea 

| G 


PRESIDENT and GEN. MGR a true facsimile of Lire INSURANCE COMPANY 


the Declaration of oF BOSTON, MASSACHUSETTS 
Independence. 


Inquiry Bureau, 197 Clarendon Street, Boston, Mass. 
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H. A. CLARK HEADS 
WESTERN BUREAU 


Western Manager of Firemens 
Group Unanimously Elected 


DRASTIC ACTION ON RATES 


Bureau Members of Actuarial Bureau 
Adopt Strong Resolution to Secure 
Underwriting Profit 
Herbert A. Clark, Western manager of the 
Firemens Insurance Company, of Newark, and 
its affiliated companies, was unanimously 
elected president of the Western Insurance 
Bureau at the annual meeting of that organ- 
ization, held at Briarcliff Lodge, N. Y., on 
Wednesday and Thursday of last week. Mr. 
Clark had been acting as president since the 
death of Waite Bliven sometime ago. He 
was succeeded as vice-president by Ralph Raw- 
lings, Western manager of the Boston Insur- 
ance Company. Benjamin Auerbach, secre- 
tary; Frank S. Danforth, treasurer; and 
Charles FE. Mann, assistant treasurer, were all 

re-elected. 

The members of the Bureau, who are sulb- 
scribers to the Western Actuarial Bureau, 
empowered the subscribers’ committee to take 
such action as may be necessary to turn under- 
writing losses into profits. This action con- 
firms in a somewhat more drastic manner that 
taken at the recent semi-annual meeting of 
The Union in Washington, D. C., which means 
that there will be concerted action in the 
West to bring about increases in rates in 
those States because the underwriting loss has 
been consistently recurrent for a number of 
years. 

The Bureau members reaffirmed their sup- 
port of the Cook County Adjustment Bureau. 
There were rumors that there might be trouble 
on this point, but the action taken indicates 
that such violations as there may have been, 
were not of a critical nature. 

The time and place of the next meeting was 
left to the discretion of the executive covn- 
mittee. 

President Clark, in his address, referred to 
a number of major problems in the business, 
more particularly to loss adjustments and to 
the maintenance of service departments for 
the purposes of reducing rates. Regarding this 
last question, the Bureau adopted a resolution 
favoring the curtailment of engineering de- 
partments. 

Fred Silver, attorney for the Bureau, made 
an extensive report on the litigation now in 
Progress, which largely has to do with the 
Illinois tax cases. Clarence A. Rich, general 
manager of the General Adjustment Bureau, 


reported on the status of his organization, 


Which is now operating in seven States, with 


thirty-three offices. A new office will be 


opened in Akron, O., shortly. He issued a 
Warning on the underwriting conditions in con- 
nection with country and retail stores, which 
he said are now suffering from extreme com- 
petition from chain store systems. 


ORGANIZATION APPROVED 
Committee in Power to Draft Constitution 
and Secure Signatures 


The meeting of executives of fire insurance 
companies doing business in the Eastern Union 
territory, which was held in the rooms of the 
New York Board, in the new New York Board 
3uilding on Friday afternoon of last week, 
was successful and plans for a new organiza- 
tion went forward rapidly. The organization 
plan as presented by the committee was ap- 
proved with but few dissenting votes. About 
150 companies were represented. 

Authorization was given to secure the signa- 
tures of the companies to the plan; to draft 
a constitution of by-laws; to arrange for con- 
ferences with agents; and to arrange for a 
meeting to establish a permanent organization 
as soon as the requisite number of signatures 
have been obtained. 

Edward Milligan, president of the Phoenix 
Insurance Company, of Hartford, was elected 
chairman of the meeting, and Sumner Rhoades, 
of the New York Fire Insurance Rating Or- 
ganization, acted as secretary. Mr. Milligan, 
in taking the chair, outlined the history of 
the movement and urged the desirability of 


the present plan. 


PALMETTO ATTEMPTS TO FORCE 
LICENSE 


Mandamus Hearing This Week for 
Renewal 


The action of Superintendent James A. Beha, 
of New York, in refusing to reissue the li- 
cense of the Palmetto Fire Insurance Com- 
pany, of Sumter, S. C., brought prompt ac- 
tion from the company, which secured an order 
in the Supreme Court of Albany county, to 
show cause why peremptory mandamus order 
should not be issued to the Superintendent of 
Insurance, demanding him to renew the cer- 
tificate of authority of the company. A heuar- 
ing on the case will be held on Saturday in 
the Supreme Court at Albany. 

The petition alleges that the company has a 
large and lucrative reinsurance business in this 
State, and has always complied with the laws 
of New York State, and that, if its license 
is not renewed, it will be forced to cancel a 
large volume of paying business. 


Central States Fire to Enter Pacific Coast 
Field 

TopeKA, KAn., May 10.—The Central States 
Fire Insurance Company of Wichita has an- 
nounced that it will celebrate its tenth anni- 
versary by entering the Pacific coast field. 
This company wrote its first policy May 1, 
1916, and has grown rapidly. It now covers 
all the States in the Eastern éwo-thirds of the 
United States and proposes to go into the 
Pacific coast field this year and the Canadian 
field next year. Last vear the company wrote 
more than five hundred thousand policies and 
the premium income was in excess of $1,400,- 
ooo. It has three thousand agents. The com- 
pany was organized by Henry Whalen. 


II 


DEATH OF H. W. EATON 


Former U. S. Attorney of L. & L. & G. 
Had Been in Poor Health 


RETIRED IN 1918 


Was Native of England—Served His Com- 
pany for Over Fifty Years 

Henry W. Eaton, former manager of the 
New York department of the Liverpool and 
London and Globe Insurance Company, and 
also its general-attorney in the United States, 
died early last week at his home in New York 
citv. Mr. Eaton had been in poor health for 
some time. He was 78 years old and retired 
from active duty in 1918, having completed 
more than fifty years of service with the com- 
pany. 

Mr. Eaton was a native of London, Eng- 
land, where he was born in 1848. He was 
educated in private schools and entered the 
service of the Liverpool and London and Globe 
in 1866 at the head office in Liverpool. He 
had experience in both the fire and life de- 
partments and was an associate of the Insti- 
tute of Actuaries when the company: sent him 
to Bristol as resident secretary of the fire de- 
partment in 1876. 

Two years later, in 1878, he came to New 
York as deputy manager of the New York 
department. Nine years later, upon the re- 
tirement of the then manager, Mr. Eaton suc- 
ceeded him and shortly afterward became gen- 
eral attorney in the United States for the com- 
pany. He held this position for over thirty 
years, during which time he became very prom- 
inent in underwriting circles in the United 
States. He was president of the National 
Board of Fire Underwriters in 1897-1898, and 
of the New York Board of Fire Underwriters 
in 1911. He was also president of the Fac- 
tory Insurance Association. He was one of 
the most distinguished managers the Liver- 
pool and Lendon and Globe ever had in this 
country and did much to add to the prestige 
of that company here. 

Mr. Eaton became a naturalized citizen ol 
the United States in 1886. He was the author 
of a history of the first half century of the 
Liverpool and London and Globe experienced 
in the United States, and wrote extensively 
upon various fire insurance subjects. 

Funeral services were held at the Church 
of Heavenly Rest, New York city, on Friday 
afternoon. Wilford Kurth, president of the 
National Board of Fire Underwriters, ap- 
pointed the following committee to attend the 
funeral: E. G. Richards, George W. Birchell, 
Frank Lock, J. Montgomery Hare and John 
B. Martin. 


Harry P. Breslin Appointed 
W. E. Maynard, vice-president of the Prov- 
idence Washington Insurance Company, Prov- 
idence, has announced the appointment of 
Harry P. Breslin as special agent for the ter- 
ritory constituting Central Pennsylvania and 
the Western part of the State of Maryland, 
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Pan-American Service Includes 


Educational Course’ 

Individual Sales Planning 

Aid in Organization and Business Building 

Unexcelled Policies—Life, Group, Accident and 
Health. 


We have a few General Agency openings for men not 
presently attached. 


Address 


E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 








WE WANT | 
A GENERAL AGENT 











An old line, legal reserve life insurance 











INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $100,000.00, 
with premiums payable annually, semi-annual- 
ly or quarterly, and 
INDUSTRIAL Policies up to $1,000.00, with 
premiums payable weekly. 


CONDITION ON DECEMBER 31, 1925 


ME citer Wine mots rp lersic cw eiw lve Wale enim erelewie aieleehe $46,562,667 .40 
ORIEN REED Sores cero ole Gis loin ix sie fo avs eae aoe 39,940,092 .25 
ee ESTE 6,622,575 .15 
EAIBUTRNOP TG TOTO o.oo. 5.0 0.00 5100 060.0 sce cece 292,834,191 00 
Payments to Policyholders.................5. 3,392,156 .76 
Total Payments to Policyholders since Organiza- 

ROM ata nnisoaanisshwansmisvs- sites . . $39,176,371 .91 


JOHN G. WALKER, President 














Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania ———— Founded 1865 ° 


Provident agents in their approach have 
the advantage of the national advertising of 
the Company which is striking and origina] 
and also of a Direct Mail Campaign. 


company of thirty-nine years’ standing 
wants a General Agent for PITTS- 
BURGH, PENNSYLVANIA and ssur- 
rounding territory where they are not now 

represented. | | 


The company’s line of policies is com- 
plete and thoroughly modern; its sales 
methods are excellent; Home Office co. | 
| Operation with men in the field good; and 
| the agency contract is decidedly attrac- | 
tive. 


| All communications confidential. Ad- 
| dress “‘Pennsylvania” care THE SPEC- | 
| TATOR. | 
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If this message doesn’t lead 
YOU to a larger Income! 





Take any ten average men who are 
struggling along with low pay. With- 
out prejudice, analyze each case. 
You will find in every instance each 
of them is solely to blame for his poor 
earning power. Every one of them 
has had a golden opportunity. They 
have either failed to recognize it, or, 
recognizing it, lacked the courage to 
follow it up. Now comes your chance. 





Opportunity is Ringing YOUR Doorbell 


Many National Life salesmen increased their income by 
50% last year. One salesman began writing business in 1918 
and for a period of 87 months has hung up an average monthly 
production of $46,219.00. You can do as well. 

The National Life has five popular low-cost policies which 
meet all forms of competition and make for larger incomes. 
Correspondence invited. 


AGENCY DEPARTMENT 


National Life Association 
Home Office: DES MOINES, IOWA 
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ESPITE the opposition to limited forms 
of accident insurance policies which has 
developed in some quarters and which has 
been emphasized by action on the part of life 
underwriters’ associations, the newspaper 
“travel accident” policy has continued to gain 
in popularity outside the business. 
daily and weekly newspapers have adopted the 
idea of granting such $1 accident policies to 
subscribers or to those who pay the premium 
and the movement in this direction does not 
seem to be ended. There may be good argu- 
ments against the limited form of accident 
policy, but there are also some sound argu- 
ments in its favor and the companies writing 
such forms seem to be getting along nicely. 
KIND of cryptic fatality is latent in the 
statement with which the Inurance Fed- 
eration of the State of New York informs its 
members of the results of the legislature’s ses- 
sions. It runs to this effect: “We believe that 
the State legislature has been one of harmony 
and construction so far as insurance interests 
Fight measures affecting the 
Fighteen 


are concerned. 
compensation laws were amended. 
affecting the wide field of other forms and 
kinds of insurance were enacted, which we be- 
lieve on the whole, does credit to thise legis- 
Some few measures of merit 
That is always so.” 


lators interested. 
were lost, of course. 

BUSY man these days is W. L. Barnhart 

of the National Surety Company. He 
specializes in forgery bonds and their develop- 
ment, has addressed gatherings all over the 
country on this subject, and is now away from 
the home office on a trip during which he will 
talk before State Bankers Associations, ad- 
vertising clubs, radio audiences and civic or- 
ganizations. His itinerary includes the South- 
ern States and will take him to New Orleans, 
Shreveport, Dallas, Hot Springs, Little Rock, 
Memphis, Columbia, Winston-Salem, Wilm- 
ington, Asheville, Chattanooga, Knoxville, At- 
lantic City, Columbus, Ga.. Birmingham and 
Montgomery. His journey began April 21 and 
he will return on May 23. 


CCORDING to W. Dean Keefer, director, 
industrial safety division, National Safety 
Council, the colored men employed by the Pull- 
man Company just love safety rallies at which 
they stand up and tall each other how they pre- 
vent accidents, 


Speaking at one of these gath- 
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CASUALTY, SURETY AND MISCELLANEOUS 














More’ 


owes ORL A 
erings, one leader said: ‘Brothers, we haven't 
had an accident for more than a year and if 
somebody isn’t hurt pretty darned soon, may- 
be the boss won’t let us hold these meetings.” 





BANKERS INDEMNITY LIMITS 
Auto Liability Policy of New Company 
Provides for $7500 and $15,000 
Minimum 

The Bankers Indemnity Company of New- 
ark, which has just begun the active writing 
of business with $500,000 and $1,000,000 sur- 
plus, has announced that it considers the old 
“s and 10” limits on public liability policies in- 
adequate and will, instead, issue $7500 and $15,- 
000 limits as a minimum on its automobile and 
other liability contracts, with the exception of 
passenger carrying and elevator risks. There 
will be no increase in premiums for the ex- 
tended coverage. 

In addition, the company’s limit on auto- 
mobile property damage will be $1500 instead 
of $1000 and there will be no added premium. 
The Bankers Indemnity, through reinsurance 
facilities, can write up to $250,000—$500,000 
limits for personal injury and $100,000 for 
property damage. 

At first, the company will operate only in 
New Jersey but expects to enter Rhode Island, 
Massachusetts, Connecticut, 
Delaware, Chio, Virginia, District of Colum- 
As noted 
company 


Pennsylvania, 


bia and Maryland in the near future. 
in THE Specrator last 
writes all casualty lines except burglary and 


week, the 


accident and health, but will include these lat- 

ter, as well as surety, at a later date. 

National Accident and Health Admitted to 
Maine 

The National Accident Health 
ance Company of Philadelphia has recently 
been admitted to Maine. 
doing business in seventeen States. 

President M. S. Boyer reports that the in- 
crease in new business in April over the cor- 
responding month of last year was over 100 
per cent, and that his company wrote more 
business during April than during any pre- 
vious month in the history of the company. 

The National Accident and Health has just 
put out two new poliiies in its fraternal depart- 
ment—especially for the Masons and Elks. 


and Insur- 


The company is now 





ANNUAL MEETING 


Year’s Work Reviewed by National 
Bureau of Casualty and Surety 
Undewriters 


H. P. STELLWAGEN REPORTS 


Company Members Had Premium Volume 
of $254,548,414 During 1925 


The annual meeting of the National Bureau 
of Casualty and Surety Underwriters was held 
at the Bureau headquarters in New York city 
last week, and the present officers of the or- 
ganization were continued in their posts. They 


are: Albert W. Whitney, acting general man- 


ager, and H. P. Stellwagen, secretary and 
treasurer. 
The report made to the meeting by Mr. 


Stellwagen reviewed the work of the year and 
pointed out that the company members of the 
Bureau, shown by premiums upon which rates 
of assessment are based, had a total premium 
volume during 1925 of $254,548,414, as agamst 
$225,138,230 for 1924. The outstanding fea- 
ture of the past twelve-month period was in- 
stanced as being the establishment of the Pa- 
cific Coast branch office of the There 
had thirty-five members, three new members 
States. The plate 
glass department, which began to function on 


3ureau. 
ber companies in fifteen 


October 1, was also referred to as a forward 
step. 

Mr. Stellwagen said that the Bureau now 
hadthirty-five members, three new members 
having been enrolled during the year. These 
were the Northwestern Casualty and Surety, 
the new Pacific Indemnity, and the New York 
Casualty companies. 

Reports submitted at the meeting touched on 
the work of the Bureau in the field of auto- 
mobile accident prevention, benzol poisoning, 
industrial safety, production economy and allied 
topics. For the investigation into the connec- 
tion between industrial safety and production 
economy, the expenditure of $25,000 has been 
authorized. 

A committee of seven was appointed to 
study workmen’s compensation rates and the 
whole subject of rate making in general was 
referred to the executive committee. 





Desk Room and 
Private Offices 
Furnished to 
Brokers and 


Agents 





TO BROKERS 
We are Specialists in Accident and Health Insurance for Women 


THE MEACHAM AGENCY, Inc. 


Managers, Times Square Branch, Accident and Health Dept. 
INDEPENDENCE INDEMNITY COMPANY 
Times Building, Broadway and 42nd St., New York City Bryant 


1361 
Telephone { 1362 
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MADE VICE-PRESIDENT _ 


Major E. E. Johnson, Jr., Joins Great 
American Indemnity 


IN CHARGE OF PRODUCTION 


Will Take Up New Duties on June 1— 
Resigns from London and Lancashire 
Indemnity 
President Jesse S. Phillips, has announced 
the appointment of Major Elmer E. Johnson, 
Jr., as vice-president of the Great American 
Indemnity Company, in charge of production. 
Major Johnson resigns as vice-president of 
the London ard Lancashire Indemnity Com- 
pany on May 15 and will take up his new duties 

about June I. 

Major Johnson was born March 11, 1888, 
at Spring Valley, Rockland county, N. Y. He 
was educated at Peekskill Military Academy 
and later studied highway engineering at Co- 
lumbia University. For ten years after grad- 
uation he was engaged in engineering work, 
six years in the engineering department of the 
New York, Ontario & Western R. R. 
years in the Pureau of Highways, 
of Manhattan, New York city. 

He then became interested in casualty in- 
surance, and as a result, in 1914 joined the 
production organization of the Travelers In- 
surance and Indemnity companies. For some 
time he served on the field staff of the Trav- 
elers’ companies in a number of localities, in- 
cluding the metropolitan .district of New York. 
He was assistant manager of the casualty de- 
partment of the Buffalo branch office of the 
companies when he resigned in 1917 to enter 
the second Officers’ Training Camp at Fort 
Niagara, N. Y. 

His commission as Major was obtained dur- 
ing the course of the recent World War. His 
first assignment after leaving training camp 
was to the 79th Division at Camp Meade, Mary- 
land, where he commanded Company D, 310th 
Machine Gun Battalion. In April, 10918, he 
was transferred to the port of embarkation, 
Hoboken, N. J., and from there to Camp Mer- 
ritt, N. J.. where he organized and commanded 
a casual battalion. 


and four 


Borough 


He was discharged from 
the army July 31, 1919. 

Shortly after leaving the army he rejoined 
the Travelers’ organization in the agency de- 
partment at the home office, where he became 


successively field assistant, agency assistant and 





WANTED 


A well qualified man to take charge of 


risk experience department at Home 
Office of a large Casualty Company locat- 
ed in New York. ‘To obtain interview, 
state qualifications and salary expected. 
Position offers bright future prospects. 


Address Risk, care THE SPECTATOR. 











assistant superintendent of agencies. He re- 
signed this connection February 1, 1924, to ac- 
cept a vice-presidency with the London and 
Lancashire Indemnity Company. 


Maryland Casualty Concludes Series of 
Music Recitals 

The most successful series of music recitals 
of the Maryland Casualty Company, Baltimore, 
was brought to a close Sunday, May 2, in 
the clubhouse auditorium of the company with 
a special program in recognition of National 
Music Week. 

The Maryland Casualty Women’s Chorus of 
over 100 voices, the Venetian Violins and J. 
Norris Hering, organist, were the features of 
the program. 


S. F. Norwood Goes With National Union 
Indemnity 

S. F, Norwood, superintendent of the deve. 
opment department in the New York office of 
the Globe Indemnity, Newark, has resigneg as 
of May 15 and will join the National Union 
Indemnity Company of Pittsburgh on June L 
Mr. Norwood will assist President E. E, Cole 
of the National Union Indemnity in broaden. 
ing that company’s casualty and _ surety ser. 
vices. 

Mr. Norwood began his insurance career 
about twenty-two years ago and has, during 
that time, had experience in practically every 
phase of casualty and surety writings in al 
States, and his knowledge of the business jn 
general should prove immensely valuable 





True Words, Gentlemen 


6¢ REMIUM income from Fidelity and Surety sources 
has been and is growing by leaps and bounds; but the 
demand for capable bond agents still is much greater 


than the supply. 


Real ability on the agent’s part is necessary, 


but the earning capacity of those able to land the right class 
of business makes the rewards well worth fighting for. 


“Don’t be frightened into fearing that only extraordinary 
men are able to write Fidelity and Surety bonds. 
men can and are earning big incomes from this class of business; 
but they are men who are resourceful and enthusiastic; men 
who can make friends and hold them; men who know human 
nature; men who are willing and able to make a thorough and 
of contractural 
who can size up a business situation in such manner as to de- 
termine whether the extension of credit is justifiable under 


intelligent investigation 


the prevailing conditions. 


“If you are not yet getting your share of the commissions 
from this source, it’s high time you opened your door to this 
profitable and growing source of premiums. 
too, that cultivation of this class will take you into avenues 
that lead to the acquisition of other desirable lines. 
agent who recently wrote a receivership bond discovered upon 
investigation, that the company for which the receiver was 
appointed was without several classes of needed protection. 
In the end he was authorized to write more than forty policies 
for the company, including compensation, liability, tornado, 


fire, automobile and several other classes.’,—American In- 
surance Digest. 
em ae See eat 
FIDELITY and DEPOSIT PRODUCTION DEPARTMENT, 
\ FIDELITY & DEPOSIT COMPANY, 
Y | Baltimore, Md. 
COMPAN ! 


BALTIMORE 


Bonds’ and 


Insurance 


Fidelity and Surety 


Burglary 


Just ordinary 


relationship; men 





You will find, 


One 


If you are not already adequately repre- 
sented in this territory I will be glad to have 
full information regarding an agency connec- 
tion with your Company. 
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AMBROSE RYDER CHOSEN 


Becomes Assistant Vice-President of 
Great American Indemnity 


ENTERED INSURANCE IN 1914 


Prominent Executive Is Author of ‘‘Auto- 
mobile Insurance’’—Assumes New 
Duties June 1 


President Jesse S. Phillips has announced 
the appointment of Ambrose Ryder as assistant 
vice-president of the Great American Indem- 
nity Company, New York, in charge of auto- 
mobile insurance underwriting. 

Mr. Ryder was born at South Danby, N. Y., 
on August 7, 1891. He received his earlier 
schooling in the West but later came East to 
Cornell University, from which he graduated 
in 1913 with the degree of M.F. He entered 
the insurance business in March, 1914, as in- 
spector and safety engineer of the then Work- 
mens (Compensation Service Bureau. He be- 
came manager of the Louisiana Branch Bureau 
at New Orleans in December, tor4, and in No- 
vember, 1915, was transferred to the manager- 
ship of the Missouri branch at St. Louis. 

During this time there were two develop- 
ments in the Bureau organization which had a 
future. First there 
was a reorganization in which the name of the 


bearing on Mr. Ryder’s 


Bureau was changed to the National Workmens 
Compensation Bureau. In addition, 
the premium income from automobile insurance 
had assumed such proportions that it became 
necessary to create a separate department for 
the establishment and administration of rates 
In November, 1916, 

Mr. Ryder was selected as manager of the 
automobile department at the home office, a 
position which he occupied through the next 
reorganization of the National Bureau, when 
the form of the organization was changed and 
its name became the National Bureau of Cas- 
ualty and Surety Underwriters. 

He resigned from the National Bureau in 
April, 1923, to become associated with the 
General Accident, Fire Life 
Corporation, Philadelphia, and now resigns, as 
of June 1, to go to the Great American Indem- 
nity. 


Service 


for this form of insurance. 


and Assurance 


In addition to his reputation and experience 
as an insurance executive, Mr. Ryder is na- 
tionally known as an insurance writer and as 
the author of the book “Automobile Tnsurance” 
which is published by The Spectator Company 


and is the standard work on the subject. 


Nelson D. Sterling Becomes Vice-Presi- 
dent of Constitution Indemnity 


Nelson D. Sterling, vice-president of the 
Fidelity and Casualty Company, New York, 
has resigned, and will become vice-president 
and underwriting executive of the new Con- 
stitution Indemnity Company, Philadelphia, as 
of May ts. A summary of Mr. Sterling’s in- 
surance career will appear in next week’s issue 
of Tye Specrator. 





EMPLOYERS’ LIABILITY CHANGES 
New Department Heads Announced Fol- 
lowing Selection of E. C. Stone As 
United States Manager 
Following the retirement of Samuel Apple- 
ten as United States manager for the Employ- 
ers Liability Assurance Corporation, Boston, 
and the promotion of Edward C. Stone to that 
post, many other changes have been announced 
in the company’s home-office staff. In addition 
to the information, published in THe Sprcra- 
TOR last week, that Harry F. Morse will be 
manager of the company’s New England depart- 
ment with Frank O. Sargent as assistant man- 
ager, these changes have been made in the 

home office personnel assignments : 
Frank W. Martin, superintendent, 
Alfred A. Heinemann, assistant superintendent 
of the newly-created liability and compensation 
department; Thomas J. Quinlan, superintend- 
(a new department); Thomas 


and 


ent of agents 
W. Bradshaw, assistant superintendent of the 
United States claims department under Wil- 
liam R. Merrill 
3oyd, assistant superintendent of bonding, and 
Frank J. Riordan, assistant superintendent of 
burglary and plate glass under Charles H. 
Hall, superintendent of the burglary, plate glass 
and bonding department; John Ross, assistant 


Freethy, superintendent; J. 


superintendent of the inspection, steam boiler 


and fly whcel department under Clifford J. 
Stoddard, superintendent: J. N. Whitaker, 
superintendent of the personal accident and 
group disability department in place of Charles 
A. McDonough, who has resigned; Theodore 
A. Barrett, superintendent of the newly-cre- 
ated supplies department; H. C. Doyle, super- 
intendent of the newly-created statistical de- 
partment; Gecrge T. Bradbury, superintendent 
of accounts, and H. H. Mitchell, assistant 
superintendent of accounts (Mr. Bradbury has 
elected of both 


subsidiary companies). 


also been assistant treasurer 


PLATE GLASS RATES 





Revisions to be Effective in 
July 


UNIFORM MANUAL ADOPTED 


“Fifty-Fifty” Policy Condemned by Moore 
Bureau Members 


Plate glass insurance company members of 
the W. F. Moore bureau for rating service 
on this class of business held a meeting in 
New York city last week at which it was 
decided ‘not to issue the “fifty-fifty” policy 
in order to meet competition with the few 
companies now writing that form. As is quite 
generally known, the “fifty-fifty” plate glass 
insurance policy requires that the assured carry 
all losses up to the full amount of the pre- 
mium he pays before any liability is accepted 
The company, however, pays 
Some insur- 


by the company. 
when losses exceed this amount. 
ance men have contended that the “fifty-fifty” 
policy was a real advance step in underwriting. 

It was also brought out at the meeting that 
a revision of plate glass insurance rates will 
become effective some time in July and the 
new rates will go into operation before August 
t at the latest. It is alleged that the new 
rates will reduce the plate glass premium in- 
come by about $1,000,000. 

Delay in promulgation of the new rates is 
the result of the necessity for sessions between 
the Moore bureau and the plate glass depart- 
ment of the National Bureau of Casualty and 
Surety Underwriters. Committees of the two 
groups have been in conference and the new 
rates will not be announced until their reports 
are filed. A uniform plate glass insurance 
manual for the entire United States was adopted 
at the meeting and must be in use by the com- 
pany members not later than August I. 





Casual Casualty Comments 





W. C. Armitage, who left the National 
Surety Company in 1917 to form the Armitage 
Agency in New York city, has returned to 
the National as vice-president and will have 
supervision over the contract business in the 
New York metropolitan territory. The busi- 
ness of the agency will be continued. 

Leo H. Carr has been appointed manager 
of the burglary and plate glass underwriting 
departments of the Great American Indemnity 
Company, New York. The appointment was 
announced by President Jesse S. Phillips. 

Walter A. Barr, who has been with the 
General Accident, Fire and Life at the home 
office in Philadelphia for the past eight vears, 
has joined the American Liability Company at 
Cincinnati as agency supervisor. 

Earl L. Richards has joined the 
can Liability Company, Cincinnati, as travel- 
ing claim adjuster. 

Arthur W. Collins, United States manager 
of the Zurich General Accident and Liability, 


15 


A meri- 








went to New York city from Chicago last 
week to meet General Manager A. |.. Tobler, 
who arrived from Europe to visit the com- 
pany’s branch in this country. 

H. P. Streat has been made special agent 
in New Jersey for the Employers Liability, 
succeeding David Prescott, who has been ap- 
pointed manager of the accident department at 
the company’s Philadelphia branch. 

The Carl N. Corwin Company has been 
appointed general agent for the New York 
Indemnity Company at San Francisco. Ar- 
rangements regarding the appointment were 
concluded by George W. Allen and W. H. 
Schroeder, Pacific Coast vice-presidents. 

Miller, Castle & Freiburg have been ap- 
pointed general agents for the National Surety 
at Quincy, fll. They will supervise seven coun- 
ties in addition to Adams county, where they 
are located, John L. Mee, vice-president and 
superintendent of agents for the National, an- 
nounced the appointment. 
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Prominent Agents and Brokers 


Actuarial 














LEON IRWIN & CO., Inc., New Orleans, La. 
; Representing : ; 
Fidelity Phenix Fire United States Fi National Fire of 
of New York of New York Hartford 
Automobile of Hart- National Liberty of New 
New York Casualty Ce. 
Standard of New State of Penn. 


Indemnity Company 
York of America 
National Union of ork 
Pittsburgh 


BROKERS’ LINES SOLICITED 








COPELAND and COTHRAN 
CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 


Actuarial 


























Actuarial 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 

















Established 1865 by David Parks Fackler 
EDWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 





JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 


L. A. GLOVER & co. | 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 
































MILES M. DAWSON & SON 


. CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 





E. L. MARSHALL 
CONSULTING ACTUARY} 
Hubbell Building 
DES MOINES, IOWA 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA, 





























Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 


Adjuster 

















T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg.. OKLAHOMA CITY, OKLA. 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 











SANBORN & SLOAN, Ltd. 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 
401 ROYAL BANK BLDG., TORONTO, ONT. 























F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


Statisticians 




















A. SIGTENHORST,F.A.I.A. sanielioienincne Seen ATR 
CONSULTING ACTUARY 
National City Bank Bldg, © WACO, TEXAS 
HAIGHT, DAVIS & HAIGHT, Inc. ABB LANDIS 


Consulting Actuaries 
FRANK F. HAIGHT, President 
INDIANAPOLIS 


OMAHA DENVER DES MOI NES 








CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 








Underwriters 
‘Statistical 
Bureau, Inc. 





We render complete statistical service and 
non you of the pressure of annual statement 
ig. ms : 

We are alse equipped to prepare eaneciiation 
and reinsuranee ‘schedules, er handle any job 
where the use ef tabulating machines or 
tometers is desirable, 


Phene: BEEKMAN 1461 


81 Fulton St. New York City 
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THE SPECTATOR 


Miscellaneous Insurance 
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Uniformity of Fire 


Insurance Company 


Earnings 


It has become increasingly the custom during 
recent years for insurance men to place a por- 
tion of their investment funds in insurance 
stocks, particularly in those companies which 
they may happen to represent. For this rea- 
son a glance at what insurance companies have 


done for their stockholders during recent years 
is of interest. 

It is a fact that the earnings of fire insur- 
ance companies necessarily vary from year to 
year with fluctuating underwritings, but in a 
well managed company these fluctuations can 
usually be depended upon to even themselves 
out over a period of time so that actually the 
average earnings of a company are very much 
more uniform than is commonly realized. 

According to a recent statement of Gilbert 
Eliott & Co., long known as specialists in in- 
surance stock, this uniformity extends farther 
than to each individual company, almost cover- 
ing the entire field of well managed insurance 
corporations. 

In order to determine the real earning power 
of insurance companies, Gilbert Eliott & Co. 
has made a survey of a nine-year period, select- 
ing twenty-three representative fire insurarice 


companies as follows: A£tna Fire, Alliance In- 


surance, American Insurance, American 
Alliance, Boston Insurance, City of New York, 
Continental, Federal, Fidelity-Phenix, Fire 


Association of Philadelphia, Franklin Fire, 
Glens Falls, Globe and Rutgers, Great Amer- 
ican, Hanover, Hartford Fire, Home, Insur- 
ance Company of North America, National 
Fire, National Union, Niagara, Phoenix, Se- 
curity. 

They say that the total earnings of these 
twenty-three companies averaged over the pe- 
riod from 1915 to 1924 has been 160 per cent 
of the liquidating value or reinsurance value 
at the beginning of the period under review. 

Some basis must be taken on which to make 
an estimate of percentage and in order to es- 
cape from the temporary fluctuations of the 
stock market it was considered by Gilbert 

‘liott & Co. that a fair basis would be the 
liquidating or reinsurance value of the com- 
pany. This figure is arrived at by adding cap- 
ital, surplus and 4o per cent of the unearned 
premium reserve, assuming that this figure is a 
fair representation of the actual value of the 
corporation at the time. The usefulness of 
this figure as a basis to the investor is appar- 
ent when it is noted that ordinarily the mar- 
ket for insurance shares is not far from the 
liquidating value. 

It is obvious that the total earning of any 
business must be the sum of the dividends paid 
and profits left in the business. Profits left in 
the business are arrived at by subtracting the 
Worth of the business at a certain date from 
its worth at a following date. If this figure 
is added to the dividends paid the result must 
be the total amount earned. 


According to the calculations of Gilbert 


Eliott & Co. the reinsurance or liquidating value 
of the. twenty-three companies mentioned in 
I915 was $190,000,000. At the end of 1924 
this value had grown to $373,000,000, not in- 
cluding any capital paid in by stockholders in 
that period. The increase can, therefore, be 
accounted for only as earnings left in the busi- 
ness, and this increase was $183,000,000. Dur- 
ing the same time the companies paid out a 
total of $122,000,000 in dividends, making the 
total earned necessarily $305,000,000, which is 
160 per cent of the 1915 reinsurance or liquidat- 
ing value of $190,000,000. Even though the 
Globe and Rutgers figures be cast out as being 
so high as to be unrepresentative, the total 
profits of the remaining twenty-two companies 
would still be about 150 per cent. 

Segregating these figures, the record, accord- 
ing to Gilbert Eliott & Co., shows roughly a 
general average of about 7 per cent per an- 
num as having been paid as cash dividends by 
these companies (again figuring on a basis of 
the 1915 liquidating value) and an average gain 
in the liquidating value itself at the rate of 
about 8 per cent per annum. 

If these figures state the case correctly, the 
immediate dividend return to a shareholder in 
an insurance company is a matter of secondary 
consideration as, over a reasonable period of 
time, the stockholder usually enjoys an in- 
crease in his dividend rate which brings his 
average up to a level substantially above what 
is apparent when his investment is made. In 
addition to this there is the factor of increase 


in principal value. 


INSURANCE STOCK QUOTATIONS 
All Bids and Quotations Subject to Con- 
firmation 


The following quotations are from reliable 
New York and Hartford stock houses and if 
any of our readers are interested in stocks not 
appearing in this list, the Research Bureau of 
THE SPeEcTATOR will endeavor to give to any 
correspondent whatever information may be 
desired. 

It can be readily understood that these quo- 
not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading. 


tations are 


. Bid Offered 
Agricultural 


Todd & Leonard, N.Y ....66<s ccs 250 270 
Aetna Insurance (Fire) 
Roy T. H. Barnes & Co., Hartford... 540 38560 
Aetna Casualty and Surety 
Roy T. H. Barnes & Co., Hartford. 675 
Aetna Life H. R. 
Gilbert Elliott & Co., b Peer 595 610 
J. K. Rice, Jr., & Co., X w. a 595 605 
Roy T. H. Barnes & Co., Hartford... 595 = 605 
Todd & Leonard, N. Y............ 555 570 
Jos. Walker & Sons, 1 ED nha arora 590 600 
Aetna Life Rights 
Gilbert Elliott & Co., N. Y........ 192 198 


Roy T. H. Barnes & co Hartford... 195 200 

Jos. Walker & Sons, N Y 

Todd & Leonard, N. Y............ 176 181 
American Alliance 


Gilbert Elliott & Co., N. Y........ 300 310 
American of Newark, Ex Rights 

Todd & Leonard, ic ch 21 23 
American Surety 

Gilbert Elliott & Co., N. V........ 173 


17 
aid om taleéorn 168 17 
Wal Wecawnw ans 169 17 


Curtis & Sanger, N Y 
Gude, Winmill & Co., 


Automobile Insurance 


Roy T. H. Barnes & Co., Hartford.. 225 275 
Camden Fire = 
Todd & Leonard,:N. V.....6secce 13% 14 
Carolina Insurance : 
Gilbert Elliott & Co., N. Y.......- 28 32 
Gude, Winmill & Co., Wa Wiidwasne 28 31 
jj. Rice, Ie. & Cou, Ne Yace: 28 32 
City of New "York 
Gilbert Elliott & & Co., N. Y...... 300 = 310 
Gude, Winmill & « 1 eae 300 8312 
fe ica, PANE ig COLIN Oe cows. cc nce 300 6310 
‘odd & Leonard Wie sieee eoaiee sae 123 128 
Connecticut General Life 
Roy T. H. Barnes & Co., Hartford.. 1350 1450 
Continental 
Gilbert Elliott & Co., N. Y........ 123 128 
Gude, Winmill & Co.,  ) (ae 123 126 
3; EK. Rice, Mio & Cag eS 0 a ccc 125 130 
odd & Leonard, ee dan accede ows 124 128 
Fidelity-Phenix 
Curtis & Sanger, N. VY... .....--0 170 174 
Gilbert Elliott & Co., N. ¥.......- 168 172 
Gude, Winmill & Co. a * See 169 173 
Jae Riee, Te, CO Ns oc ccc 168 175 
Todd & Leonard, N. Y........-+-- 169 171 
Franklin Fire 
Gilbert Elliott & Co., N. Y........ 180 190 
Gude, Winmill & Co., N. Y.....-- 180 190 
Glens Falls “ 
Gilbert Elliott & Co., N. Y.........-- 37 40 
Gude, Winmill & Co., N. ¥......- 37 39 
Globe & Rutgers . o 
Gilbert Elliott & Co., N. Y......-- 1350 1450 
Gude, Winmill & Co., N. Y....... 1380 1425 
J. Rice, Jr., & Co., Sa RO dar or tara 1400 1500 
Todd & Leonar MIN decawecinwnas 1375 1425 
Jos, Walker & Sons, ow cecewwsds 1375 1425 
Great American fs 
Curtis & Sanger, N. V......--+00: 281 285 
Gilbert Elliott & Co., N. Y........ 228 238 
Gude, Winmill & Co., N. Y.......-.- 282 286 
Todd Shonen, ) > A 284 287 
Hanover Fire 
Gilbert Elliott & Co., N. Y.......-. 180 190 
5 a Oe eee 178 185 
‘odd & Leonard/ N. Y..........-- 185 195 
Harmonia J ihe 
J. Bs Mice, Jez, & CaN. ¥ ocsceses 45 52 
Hartford Fire a 
Roy T.. H. Barnes & Co., Hartford. . 470 480 
Hartford Steam Boiler eed 
Roy T. H. Barnes & Co., Hartford. . 625 670 
Home Insurance 
Curtis & Sanger, N. Y.......----- 333 337 
Gilbert Elliott & Co., N. Y.......- 333 338 
Gude, Winmill & Co. 1. BD) Pepe 231 236 
J. K. Rice, Je. & Co. N. V.....s- 332 336 
Todd & Leonard, Se pe 333-337 
Homestead ” 
J. EK. Ries, Je, & Ca, Ne ¥ vce cees 29 32 
Importers & "Exporters. 
Curtis & Sanger, N. Y.......--++- 65 70 
Insurance Co. of North see ? y 
Gilbert Elliott & Co., N. Y......-- 51 54 
Todd & Leonard, N. y Wicudewan as 51 53 
Milwaukee Mechanics ? 
Todd Fen. UP dead ancaseous 32 34 
National Fire _ 
Jos. Walker & Sons, N. Y.......-- 700 710 
Roy T. H. Barnes & Co., Hartford. 700 720 
National Surety 
Curtis & net. aie dae cdacaasers 211 214 
New Jersey Fire Ins. e r 
Todd & y ponoen WW fee xa aoteede 35 38 
New York Casualty 
Ss & Cag No Vive ccucece 100 106 
Niagara Fire 
Gade. Winill & Co., N. Y..2.00: 230 240 
Todd & Leonard, N. SS pe 250 


Northern Insurance 


Gude, Winmill & Co., N. Y........ 280 295 
Pacific. : 7 
J. K. Rice, Jr., & Co., N. Y.....+-- 108 115 
Prov.-Wash. 7 
Jos. Walker & oom Ie oices cea 300 36315 
Phoenix Insurance poe. 
Roy T. H. Barnes & Co., Hartford. 520 [535 
Stuyvesant : ‘ 
Gilbert Elliott & Co., N. Y........ 215 225 
Gude, Winmill & Co., N. Y........ 210 220 
Todd & Leonard, N. \ eer aoe) 212 218 
Travelers Insurance id 2 
Gilbert Elliott & Co., “Lg iy waceawdie 1050 107 
Jos. Walker & Sons, N. Y.......... 1040 1060 
Roy T. H. Barnes & oS. couion 1050 1060 
‘Cemmiens (Rights) _ n 
Gilbert Elliott & Co.. N. Y.. 235 241 
Roy T. H. Barnes & Co., Hartford. 235 240 
Jos. Walker & Sons, N. Wises divas 237 243 
U. S. Fid. & Guar. 
je as alker & Sons, WalW seaeaeecs 194 196 
U.S. 
Jos. Walker & — IAM daedwoans 138 143 
J. K. Rice, Jt., & Co., N. y. Waisialvien 138 145 
U.S. Merchants and Shippers 2 7 
Todd: & Leonard, N.Y ou cc ceceees 235 245 
Westchester Fire ‘ 
Custia & Sanpete: N.Y ois.5. 5 ccccses 45 47 
Gilbert Elliott & Co., N. Y........ 45 4614 
Gude, Winmill & Co., N. Y........ 45 47 
Todd & Loeatard, N.Y oec . cece ces 45 _ 46 
Jos. Walker & Sons, N. Y......... 4614 48 
—James R. Duffin, president, and C. G. Arnette, 
vice-president, of the Inter-Southern Life, were in 


Chicago on a flying visit last week. 
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An Investment in Happiness 


—1is a connection with the 
Philadelphia Life Insurance Company 


Every Representative has the Joy that 
comes from: 


1. Having The Thing That Will Sell--we 
have a great variety of policy 
contracts with very liberal features. 

2. Treatment That Makes Work Pleasant-- 
every Home Office official has the 
Fieldman's viewpoint--is helpful, co- 
operative, appreciative and under- 
standingly friendly. 

5. Opportunities To Get What You Earn-- 
liberal commissions and renewals. 
Contracts all direct. Non-Par pays 
same lst year as Par. Prospect- 
finding plan--Advertising aids, etc. 
Every help to help you sell. 

4. Knowing You Have a Lifetime Connec- 
tion-- many have been with us 10-i5- 
20 years. We're young and growing 
rapidly--promotions from the ranks. 


Address: Manager of Agencies 


A.M. HOPKINS 
111 No. Broad St. 














————— 


AGENTS WANTED AT DESIRABLE POINTS 





AMERICAN EQUITABLE ASSURANCE COMPANY 


OF NEW YORK 


METROPOLITAN ASSURANCE UNDERWRITERS 


OF NEW YORK 


NEW YORK FIRE INSURANCE COMPANY 


INCORPORATED 1832 


NEW YORK EQUITABLE UNDERWRITERS 


Good facilities on desirable classes—Fire, Tor- 
nado, Use and Occupancy and Allied Lines 


Losses paid in Allied companies since organiza- 
tion—over $28,000,000. 


Apply to 
Home Office, 92 William St., New York 














Philadelphia, Pa, 




















Field Annuals 


Insurance Directories 


for 


*Greater New York 
+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each-volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 


LOUISVILLE, KY. 





FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 











Ambitious men of sales experience will be interested in the liberal agents 
contracts we are offering. 
Good openings for the right type of men. 
ASSETS OVER EIGHT MILLIONS 
INSURANCE IN FORCE OVER SEVENTY MILLIONS 


THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President. DENVER, COLORADO 























The Colonial Life 
Insurance Company of America 


Industrial Life Insurance— 
Especially attractive and favorable to the 
Insured. 


Ordinary Life Policies— 
All forms of Life, Limited Payment and 
Endowment, containing attractive and 
novel features, with High Values at Low 
Cost. 


Give Agents Unusual Money-Making 
Opportunities 


OFFICERS 


| ae Heppenheimer, President 
Geo. T. Smith, Vice-President S. R. Drown, Secretary 
Chas. F. Nettleship, 2nd Vice-President E. C. Wise, Treasurer 


HOME OFFICE: JERSEY CITY, N. J. 
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PERFECT PROTECTION —THE MODERN 
ADEQUATE INSURANCE SERVICE 

















FI6= = 
? THE EFFECT ¥) 
































$ 50.00 weekly, for an unlimited period during disability 
by accident. 
, Bony weekly, for 52 weeks during sickness. OF PERFECT 
»200.00 every year for life, payable monthly if totally 
and permanently disabled by accident. No fur- PROTECTION 
ther premiums to pay and no deductions from on the GROWTH 
the face of the life policy as the result of pay- 
on ments so received. OF RELIANCE 
3,200.00 for one year, if totally and permanently disabled 
by disease and $600.00 each year in monthly 
payments, thereafter for life. No further pre- = 
miums to pay and no deductions from the face NMOE 
= of the life policy as the result of payments so Q 0 
—— received. $ 





5,000.00 payable upon natural death. 
15,000.00 payable upon death by accident. 











O other factor in its merchandising program has contributed 
Y so largely to the unparalleled growth of Reliance Life than 
10 has Perfect Protection. In 1912 this unique plan was originated by 
— Reliance rcsearch experts and immediately its saleability was re- 











flected in the enthusiastic acceptance of underwriter and public alike. 
The chart showing the Company’s development in life insurance 

in force indicates the normal trend of the average insurance 
company’s growth from 1903 to 1912. 
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The marked influence of Perfect Protection on Reliance life insurance 
sales is indicated by the trend from 1912 to the close of last year. 
Perfect Protection in its effect on the production of Reliance under- 
writers enables them to write fully 25% more business than were 
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e ge : 
they equipped with life insurance alone, for Perfect Protection 
appeals to their prospect’s self-interest, one of the greatest barriers The 
to the sale of life insurance today. 
4 ve oe es i PERFECT PROTECTION 
4 Fortunate is the Perfect Protection Man. Success and prosperity MAN 
» are his by virtue of the service he can provide. 
If you are further interested in this unique plan of Reliance Life oper- Forging ahead day 
ation, a letter to the Home Office will secure immediate information by day to greater 








prosperity. fio 
LIANCE | F In 1925 One Perfect Protection Man paid for $2,821,562. 
Another paid for $1,113,675. Four others paid for 


over $600,000. 27 others paid for over $300,000. 52 others paid 
for over $200,000, and in the entire organization of over 650 un- 
derwriters one in three paid for over $100,000. 
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RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH - FARMERS BANK BUILDING, PITTSBURGH, PA. 
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GLOBE & RUTGERS FIRE 








AUTOMOBILE INSURANCE 


FIRE, THEFT, TRANSPORTATION 
COLLISION AND PROPERTY DAMAGE 


Are the Classes We Cover 








January Ist, 1926 








ASSETS 

SRN ie DECIR. cc ecko ese bas Kw RA SH e eRe ddb%S $234,850 . 00 
Rk Se Nb x bee waew ds hes owe Rede ReaD 509,100.00 
Government, City, Railroad and other Bonds and Stocks. 55,891,606 .30 
case in Dams and OGie ... oc 5c s occ is ieee eewacsenns 2,318,432 .41 
Premiums in Course of Collection...................... 8,662,122 .87 
Brmberest ACOmWed . «nos ck ccdiewscssccevscasesceecncawas 148,180.80 
Reinsurance Recoverable on Paid Losses................ 157,804 .20 

$67 ,922,096.58 

LIABILITIES 

A ne Ter ee ee re are ee rn $3,500,000 . 00 
ikea no eoehendy cn keen ed eetensauukasdeevnennt 24,161,943 .85 
Reinsurance Reserve............... ccc cece cece ccecnes 20,265,572 .73 
Losses in Course of Adjustment....................00 6,839,580 .00 
Commissions and other Items....................-00ee 7,150,000 .00 
Reserve for Taxes... ......... 0... cece eee e eee eeeees 1,005,000.00 
Reserve for Depreciation. ... 0. 04.660 des sccccesvervawe 5,000,000. 00 

$67 ,922,096.58 


$27,661,943.85 


Surplus to Policyholders, 








E. C. JAMESON, J. D. LESTER, W. L. LINDSAY, 
President Vice President Secretary 
LYMAN CANDEE, M. J. VOLKMANN, A. H. WITTHOHN, 
Vice President Local Secretary Secretary 
J. H. MULVEHILL, W. H. PAULISON, A. G. CASSIN, 
Vice Pres. and Sec. Vice President Asst. Secretary 


L. R. BOWDEN, Manager Automobile Department 
95 MAIDEN LANE 











INSURANCE CO. 





NEW YORK CITY 
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PROPERTY INSURED 
AGAINST EVERY RISK 







































O be an insurance agent 
now-a-days requires a 
tremendous amount of 
knowledge on a wide variety 
of subjects. By insurance 


some 








Li 


———, —X 
é think the en has come when the agents sign 
should read ‘INSURANCE and not 


variety of insurance.” 


LOUIS F BUTLER, President. Travelers Insurance Companies.’ 








loss of profits insurance tc 
help him through the concur- 
rent losses, he has not only 
done his client a great wrong 
but has also wronged the in- 
surance business as a whole 














agent we do not mean the \\ 
agent who sells one or twc 
types or varieties of insurance—we do 
mean that type of agent, rapidly becom- 
ing more and more common, who is pre- 
pared to give his client a complete serv- 
ice, protecting him all along the line, in- 
suring him not only agains: fire or pub- 
lic liability, but against all the insurable 
hazards which commonly beset the modern 
American business or professional man. 
Probably one of the largest tasks the 
insurance companies have had in the past 
few years has been to educate agents in 
the completeness of modern insurance 
service. All agents must know something 
about those lines upon which the major 
portion of their business depends. The 


ee 





problem, therefore, is to familiarize ther 
with those other coverages which are al- 
most equally important, but with whick 
the American public is not so familia: 
and which, because of this, are not bought 
but must be sold. It is in ,this direction 
that insurance companies must expand 
Likewise it is in this direction that the 
agency must expand. Furthermore, the 
public has a right to know just how much 
service the insurance companies are now 
prepared to offer. If the agent allows a 
business man to wait until he has had a 
fire to find out that fire insurance covers 
nothing but his property loss, and tha’ 
he could have had use and occupancy or 


for he has left the business 
man with the idea that insurance by nc 
means fully protects, when as a matter of 
fact it does. The agent has neglected his 
own business, his client’s business and, 
worse still, has allowed an impression tc 
get abroad that insurance is not up-to- 
date and alive to modern needs. 

The insurance agent must prepare him- 
self to be a multiple-line agent. The best 
thought in modern insurance circles is not 
toward specialization. Specializatior 
would require that the public be pestered 
with a vast number of insurance agents 
with this and that line to sell. There is 
too much of that already. Any one agent 

(Concluded on next page) 
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HOW TO WRITE HAIL INSURANCE ON 
GROWING CROPS 


By James B. Cullison, Jr. 


BURGLARY AND FIDELITY COVERAGE 
AGENT'S VIEWPOINT 


By John J. lago 


A SHORT SELLING TALK ON USE AND OCCUPANCY.... 


By A. E. Gilbert 


HOW TO SELL PLATE GLASS INSURANCE 
By Robert E. Robson 


SERVICE THE KEY TO FARM INSURANCE. 
By T. H. Cornell 


PAGE PAGE 
DIRECT MAIL ADVERTISING FOR THE FIRE INSURANCE 
Pa oases 4 PETE i Ss ttcewiseincqdninesdsspeanerneee 
By David ]. Buckingham 
HOW THE BROKER CAN DEVELOP FIDELITY BOND 
women Te IID 6 acs sivexveincaniess eusassate eee 13 
ee By Vincent Cullen 
AN ACTUAL AUTOMOBILE SALES TALK.................. 13 
7 By Herman A. Bayern 
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eT TC 9 A MARR TIPE LIE AGI oon sctiicinssacccssteccge Oe 
RESULTS OF CASUALTY SPECIAL LINES ................. 19 
BUSINESS.... 9 PREMIUMS AND LOSSES IN SPECIAL LINES.............. 25 
BANK’S RESPONSIBILITY FOR FORGERY...:.............. 27 





























who will give a relatively small portior 
of his time to the matter can prepare him- 
self to give to his client all the protection 
that he needs, no matter how varied these 
needs may be. For several years it has 
been the objective of THE SPECTATOR tc 
draw special attention to this subject once 
each year by the issuance of a number 
similar to the one herewith presented. No 
attempt is made to make any one issue 
a complete manual upon the subject of 
multiple-line insurance, but a combina- 
tion of three or four consecutive issues of 
the multiple-line numbers of THE SPEc- 
TATOR would afford the agent a very com- 
plete sales manual. Our regular subscrib- 
ers, if they have kept these issues, will 
find them of invaluable aid. Our newer 
subscribers can supplement the knowledge 
contained herein from the monthly ap- 
pearance of the fire and casualty educa- 
tional section of THE SPECTATOR and any 
subsequent issues of this number as they 


appear. 





Parcel Post Insurance in 1925 








Net Losses 
Name and Location of Company Premiums Paid 
British America, Toronto...... $208 $129 
Camden Fire, Camden......... 8,388 3,075 
National Liberty, N. Y........ 5,615 2,541 
ee On, Aa Seer eae 3,998 1,260 
United States Fire, N. Y....... 6,302 3,630 
Western Assurance, Toronto... 718 105 
DE <cneweevweeew sews we > $25,229 $10,740 
42.59% 


Eabes? BRED: oo ssauees neon 


Rain Insurance in 1925 





Net Losses 

Name and Location of Company Premiums Paid 
American, Newark ........... $2,469 $3,621 
coe oe 16,375 6,881 
Camden Fire, Camden........ 18,200 18,876 
Commonwealth, N. Y......... 13,263 11,505 
Dixie Fire, Greensboro........ 8,824 5,420 
Se ee . a 14,113 7,197 
North Brit. & Merc., London.. 29,201 20,092 
Old Colony, Boston........... 3,948 800 
Pennsylvania Fire, Phila...... 26,881 17,496 
Springfield F. & M., Springfield 33,857 22,179 
ee ee: er 4,502 1,371 
United States Fire, N. Y...... 19,103 13,651 
Western Assur., Toronto....... | 
World F. & M., Hartford..... 8,899 6,741 
DEL. oceutouneeadebeve ese $199,859 $135,830 

LOSS TAHO ..ccceccvesese 67.99% 


Rain and Flood Insurance in 1925 





Net Losses 

Name and Location of Company Premiums Paid 
Hartford Fire, Hartford....... $385,231 $291,722 
Home, New York. ...00200<00 *289'533 +208,729 
North River, New York....... 11,713 5,994 
Security, New Haven......... 4,364 1,950 
NE cL aban ewes ies isieis's $683,841 $508,395 

ee ee ey ee 74.84% 


Tourist Baggage Insurance in 1925 





Net Losses 
Name and Location of Company Premiums Paid 
Baltimore American, N. Y..... ere 
OS USS fo eee eee 1,097 $807 
Eagle, Star & Brit. Doms., London eS eae 
Lumbermens, Philadelphia... EOE. -skéacou 
National Liberty, N. Y........ 6,415 3,570 
Newark Fire, Newark......... 1,855 392. 
SS i re 24,882 17,979 
Oe eee ee Tok waxes 
ee ee $34,756 $22,748 
EE NOMG 66s cseesaenens 65.44% 
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How to Write Hail Insurance on Growing Crops 


By JAMEs °. CULLISON, Jr. 


AIL insurance on growing crops is writ- 
ten under different policy forms, rates 
and rules, from most any other class of 
business, therefore, local agents in getting 
ready to write haid insurance should comply 
with the following conditions: 
Get a full line of supplies. 
2. Study the rules, rates and policy forms. 
3. Decide where business can be written 
and on what kinds of crops. 
4. Solicit hail insurance. 


5. Meet all objections raised by the pros-_ 


pects. 

6. Close the transaction by executing ap- 
plications for hail insurance in dup- 
licate and having the insured sign 

both copies. 

Make settlement for premium. 

Send the applications with remittances, 
covering the net amount due the 
company to the company office where 
the policy will be issued. 

9. When the policy is returned by the 
company, deliver same to the insured 
and at the same time instruct the 
insured how to report a loss. 


on 


Supplies for writing hail insurance on grow- 
ing crops can be obtained by making requisition 
direct to the company writing business in the 
locality where the agency is situated. The sup- 
plies consist of applications, rate card, remit- 
tance blanks, and envelopes addressed to the 
company. 

After receiving the supplies the agent should 
first read the rate card and study the rates and 
rules for writing hail insurance as stated there- 
on, then study the policy form (the conditions 
of the hail policy are printed on the hack of 
the application under the heading, “Stipula- 
tions and Conditions”) that it may be fully un- 
derstood in order to explain the conditions in- 
telligently to a prospect. 

Hail insurance is written under what is 
termed a “Percentage Form of Policy.” that is, 
the company pays damage in that proportion 
that the damaged portion of the crop bears to 
the sound condition of same. For illustration, 
suppose that A, B, and C, are farmers living 
in the same neighborhood, that each farmer has 
a crop of wheat consisting of 100 acres which 
he estimates will make a crop which will pro- 
duce 20 bushels of wheat to the acre or a total 
production of 2000 bushels. Arbitrarily assum- 
ing that wheat is usually worth about $1.00 per 
bushel, the prospective value of the crop would 
be $2000 in each case. If A takes full cover- 
age or $2000 insurance at a rate of 10 per 
cent he would pay a $200.00 premium; while 
B takes $1000 insurance for which he pays a 
premium of $100.00 and C takes $500.00 insur- 
ance on which he pays a premium of $50.00. If 
the crops are totally destroyed by hail, A would 
be paid $20.00 per acre or $2000; while B 
would be paid $10.00 per acre or $1000 and C 
would be paid $5.00 per acre or $500.00; how- 


4 








James B, Cullison, Jr., is manager of 
the rain and hail department in the United 
States and Canada for the following 
companies: Aitna Insurance Company, 
World Fire and Marine Insurance Com- 
pany, Insurance Company of North 
America, Alliance Insurance Company, 
Philadelphia Fire and Marine Insurance 
Company, National Security Fire Inswr- 
ance Company, Springfield Fire and Ma- 
rine Insurance Company and Sentinel 
Fire Insurance Company. 











‘ever, should a partial loss occur and the ad- 


juster finds upon inspection of the crop that 
the damage from hail amounts to 50 per cent 
of the crop, A would be paid 50 per cent of his 
insurance or $10.00 per acre, a total of $1000, 
oo and B would be paid 50 per cent of his in 
surance, $5.00 per acre or $500.00; while C 
would be paid 50 per cent of his insurance or 
$2.50 per acre or a total of $250.00. 

The agent should then decide whether the 
business can be written and on what kinds of 
crops, and thoroughly familiarize himself with 
the rates and rules pertaining to the writing of 
hail insurance on the particular kinds of crops 
grown by the individual prospects whom he 
expects to canvass or insurance. 

Hail insurance is not hard to sell. It is only 
necessary to solicit growers for coverage, ex- 
plaining to them the nature of the policy and 
how losses will be paid in case hailstorms oc- 
cur. Most agents in soliciting insurance await 
until the growers come to town and then meet 
him on the street or invite him into the office 
and explain to him the nature of the coverage 
and ask him if he will take hail insurance, 
while others canvass direct by driving out to 
the farms and seeing the growers. 

In order to meet all the objections raised by 
a prospect, the agent will have to carefully 
study conditions and contingencies applying in 
that vicinity where the prospect lives. The 
usual and first objection raised is that the in- 
surance is too expensive. This objection can 
be met by showing the farmer that he has in- 
vested his time and his labor in his crops and 
is expecting to realize therefrom and that hail- 
storms are frequent and occasionally destroy 
crops entirely. Also, reference can be made 
to United States Weather Bureau records 
showing the occurrence of hailstorms and the 
damage wrought by same in the vicinity where 
the grower lives. 

The second objection usually raised by the 
prospect is that he cannot raise the money to 
pay the premium. Settlement for the premium 
due must be made by the agent with the in 
sured at the time the application is taken. The 
local agent usually collects the premium in 


(Concluded on page 27) 
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Burglarly and Fidelity Coverage from the Agent's 


Viewpoint 


By Joun J. Jaco 


Manager, Burglary Department, Fidelity and Deposit Company of Maryland 


F Mark Twain had drifted into the selling 
| of burglary insurance during the early and 

often non-occupational stages of his career, 
he might have left us a story titled “The 
Double-Barreled Salesman.” Frequently, it 
seems that the agent who writes burglary in- 
surance must first sell a policy to the assured 
and then turn about and sell the risk to his 
company. To the one he must prove that burg- 
laries are of common occurrence in the neigh- 
borhood; that burglar alarms, locks, latches, 
catches, bars and metal screens do not keep out 
thieves, and that a burglary at the applicant's 
premises is practically inevitable; to the other 
he must show that the building to be insured 
is located in a neighborhood singularly im- 
mune to thievery; that the policeman on the 
beat is omniscient and omni-present; that all 
windows are protected by iron bars which 
could not be dislodged with a battering ram; 
and in consequence, a burglary at the appli- 
cant’s premises is more unlikely than criminal 
prosecution of the Teapot Dome lessees. Some 
of this is doubtless true, because a period of 
rampant criminality such as we are now wit- 
nessing is certain to produce unusual under- 
writing care and restriction. Some risks are 
uninsurable at any rate and under any circum- 
stances and conditions, and time spent in solic- 
iting them is time wasted. 


DEVELOPMENT WorK 

This article will confine itself to suggestions 
for development work which can be under- 
taken by agents without any qualms as to un- 
derwriting objections. This is not because we 
believe all prospective purchasers of burglary 
insurance have been approached. As a matter 
of fact, the most desirable risks do not now 
carry insurance. The man who recognizes an 
unusual possibility of loss, is eager to insure; 
he is willing to pay a high rate; to fortify his 
place of business; briefly, he will go out and 
buy insurance upon the best terms obtainable. 
So that in seeking new risks an agent should 
direct his atetntions to prospects who, at first 
glance, would not seem to be likely targets for 
thieves. Generally it will be found that when 
the fear of loss is not acute, the rate for in- 
surance will be so low that the prospect will 
be disposed to pay it, however improbable the 
need for coverage may seem to be. But we 
must get back to our announced subject. 

Every agent who has developed any burg- 
lary insurance at all may increase his income 
and premium volume without going outside the 
circle of his established clientele. Residence 


Policies constitute almost half the total vol- 
ume of burglary insurance premiums, and this 
branch of the business has been reasonably 
But there is clearly evidenced a 


Profitable, 


Joun J. Iaco 


universal disposition upon the part of policy- 
holders to wunder-insure. This comes into 
prominence whenever the amount of a loss ex- 
ceeds the insurance carried, and there is an ap- 
palling frequency of such cases. In comment- 
ing upon its 1925 record, one company called 
attention to a residence policy of $7000 (and 
this is an unusually large penalty), but the 
amount of loss was closer to $9000. In an- 
cther case the loss was $4122 and insurance 
carried was $3000. In still another, the loss 
was $4750, and the policy covered only $1000 
of it. Any company in the business could fur- 
nish its agents with a formidable list of similar 
instances. 


INCREASING THE COVERAGE 

Now here is something upon which we can 
lay our fingers and point a moral. Every 
agent has some residence burglary risks in his 
office, and he is hereby authorized to presume 
that each such policyholder needs additional 
coverage. An effort should be made to in- 
crease each policy at renewal, and this will 
prove infinitely easier than trying to develop 
new risks. To begin with, the underwriting 
difficulty is eliminated; a man who is insur- 
able for $1000 is generally acceptable for a 
larger amount. Every citizen of the United 
States is striving to increase his income pe- 
riodically, and a glance will show that most of 
us are successful in so doing. As the salary 
check grows, we buy better clothing and more 


5 





of it; we pick up all sorts of odds and ends 
for the home—new pieces for the silver set, 
new pictures or rugs, a few pieces of jewelry 
or possibly a fur coat. The average man will 
buy his wife a present upon her birthday, and 
for the wedding anniversary, and probably for 
Christmas; she will doubtless reciprocate. 
The amount of stealable property in the pos- 
session of an average householder is steadily 
increasing, and, although many have been edu- 
cated to increase their fire insurance policies 
at periodic intervals, none of them think of 
doing so with burglary policies. 


A Few ReEcorps 


Let us for a moment consider the possibili- 
ties of such a program. The total volume of 
premiums upon residence burglary and theft 
policies for 1923 was $7,750,885. If we di- 
vide this up by policy amounts, the results 
would be: 


Size of Policies Premiums Losses 
Ol Soa $1,508,419 $ 730,377 
- | ee ees 2,572,297 1,256,259 
$1,001 to $2,000...... 1,864,109 831,713 
$2,000 to $3,000...... 698,454 815,565 
More than $3,000..... 1,107,576 467,394 
$7,750,855 $3,601,308 





Loss ratio 46%. 


Since 1923 the sale of policies in amounts 
less than $1000 has been abolished. 

Now it certainly seems plausible that anyone 
who has been carrying $3000 insurance or less 
needs and could be persuaded to purchase an 
additional $1000. If we take the 1923 risks and 
increase each one as proposed, we find that the 
total additional premiums so acquired would 
be approximately $2,644,000. Even at the 20 
per cent rate this would mean extra commis- 
sions for agents totaling $528,800, or about 
one-third of the commissions earned upon the 
original volume of $7,750,855. Getting down 
to a specific case, the agent who, in 1923, 
earned $1500 in commissions upon his resi- 
dence burglary busineses could increase this 
to $2000 in 1924 by simply concentrating ef- 
forts: upon his existing clientele. The work 
should be easy. He already has the confidence 
and friendship of his policyholders; they need 
the additional protection for the reasons enu- 
merated; and the extra cost to the individual 
is not prohibitive. We have worked out the 
above estimate by averaging rates, and on this 
basis a policy of $1000 costs $125.64 per year; 
$2000 costs $39; $3000 costs $46.91; and $4000 
costs $54.29. Of course, these are approxima- 
tions, but the point is that a man who pays 
$25.64 for $1000 insurance is asked at renewal 
to disgorge an extra $13.36 in order to double 
his policy; or $7.91 to increase it from $2000 
to $8000. The decreasing rate scale has a help- 








ful psychological effect in attempting to in- 
crease existing policies. 


BANK BuRGLARY 

Bank burglary and robbery is the next 
branch of our business which is of general in- 
terest to all agents, and here again we find the 
disposition to cover large risks with small poli- 
cies very much in evidence. Ordinarily one 
would not suspect a bank of niggardliness in 
purchasing insurance, and doubtless many of 
them are adequately covered. But curiosuly 
enough, it seems that the large banks which 
might survive an uninsured loss are the most 
generous purchasers of insurance. Smaller 
institutions which need a wall of insurance 
protection between their well-being and ruin, 
are most likely to exhibit the penny wise and 
pound foolish complex. 


A CAsE IN Pornt 

During the winter of 1925 a band of seven 
burglars invaded a small town of about 1290 
population in the Middle West and attacked 
the local bank. The safe was blown open and 
its contents carried away. There did not ap- 
pear to be anything novel or unique in this 
incident until the bank filed proof of loss with 
its insurers. We quote the bank’s own itemi- 
zation of its loss: 


ee a eer ere $ 10,639.90 
Coupon Bonds (Liberty Loans)......... 47,500.00 
Registered Liberty Bonds (approximately) 25,000.00 
Securities, Notes and Mortgages....... 901,144.94 

DIMM ONER, vin as aw anuwuewanweeseaue $984,284.84 


Almost an even million; and the bank car- 
ried $70,000 insurance—less than one-tenth of 
the loss was covered! It is impossible to esti- 
mate the actual net loss to the bank. After 
receiving indemnity for the loss of cash and 
coupon bonds ($58,139.900)—the registered Lib- 
erty bonds do not represent a loss because they 
can be duplicated—there remains $11,860.10 to 
apply upon the securities, notes and mortgages. 
Of course, many of these could not be negoti- 
ated, but even in such instances the expense of 
duplication and indemnity bonds is not incon- 
siderable. 

The fact that this bank was so sadly under- 
insured can hardy be attributed to prohibitive 
rates. Its rate for burglary insurance upon 
securities was only $2.45 per $1000, and for 
robbery insurance $0.75 per $1000. The bank 
could well have afforded a much larger policy. 
To get right down to cases, much of the blame 
for this bank’s misfortune was chargeable to 
the agent who arranged its insurance. He 
should have forcefully urged additional insur- 
ance at each renewal, because, like individuals, 
banks are constantly increasing their resources. 
Had he done so the bank might have bought 
more coverage, and the benefits would now be 
apparent. Even if the bank had ignored his 


excellent advice, the agent would have been 
immune to criticism upon the occurrence of 
loss, because he had made a strenuous effort 
to perform his duties. 

There are innumerable small banks through- 
out the country which would experience a simi- 
lar loss if attacked by burglars or robbers. 
















THE SPECI Aro’ 


The case described is a good illustration of a 
rather general condition. 


Fietity Bonps 

Fidelity bonds offer another avenue for de- 
velopment, and, although actually not a part 
of the burglary business, they should be very 
intimately associated with it. In 1923 the total 
volume of premiums upon messenger, pay- 
master and interior robbery policies was $3,- 
025,762. Every one of those policies provided 
that the insurance company would not be liable 
“if a custodian or other employee of the as- 
sured, directly in. charge of property insured, 
or any guard accompanying a custodian, were 
criminally implicated as principal or accessory 
in effecting or attempting to effect the rob- 
bery.” It frequently happens that a messenger 
or paymaster or store clerk will pocket funds 
entrusted to him and tell his employer a plausi- 
ble story of having been held up. Sometimes 
they even go to the extent of having confed- 
erates actually counterfeit a robbery. If the 
insurance company discovers this complicity, 
there can be no recovery under a robbery pol- 
icy. Consequently every person having custody 
of property which is insured against loss by 
robbery should be bonded in an amount equal 
to the robbery insurance carried. If payroll 
funds are insured in the penalty of $10,0w0, 
then the paymaster should be bonded for $10,- 
000. Following this line of reasoning we find 
that the total robbery insurance in force in 
1923 was $546,055,806, and a like amount of 
fidelity insurance should have been carried. As 
fidelity rates average about $5 per $1000, there 
was available $2,730,275 in premiums and $546,- 
055 in commissions for agents. 

Every mercantile safe burglary policy pro- 


Thursday 


vides that the insurance company shall not be 
liable for loss “if a watchman, or office o 
clerical employee of the assured is a Principal 
.or an accessory in effecting or attempting to 
effect the burglary.” Now where is there any 
sense in insuring the contents of a safe againg 
burglary, if the watchman, who is employed to 
keep out burglars, may, because of his modey 
salary or some other temptation, open the doors 
and let them in? 

Very frequently an agent finds it impossible 
to place a mercantile open-stock policy, par. 
ticularly when the amount is large, unless 
watchman will be on duty when the insured 
premises are closed to business. This watch. 
man should be bonded in an amount equal to 
that of the burglary policy. From the bureay 
figures we can estimate the fidelity premiums 
contingent upon mercantile safe and mercantile 
open-stock burglary policies (year 1923) at 
$889,130, and agents’ commissions at $1778 
for a grand total. 

When urged by his company actively to 
solicit burglary insurance, the average agent 
is likely to offer objection upon the grounds 
that many risks upon which he might expend 
his efforts would prove unacceptable to the 
company. We have, therefore, confined this 
article to business which can be cultivated 
without the slightest fear of declination. We 
have estimated total commissions available at 
$1,252,681, and this is a very conservative sup- 
position. 

Agents who take this advice seriously will 
find that their efforts will produce an increase 
in their own incomes; better protection and 
hetter service for their clients; and larger 
premium volumes and lower loss ratios for 
their companies. 





Here’s an Odd Hazard. This Car Was Caught in a Landslide Caused by Heavy Rains and, a8 
_ Shown, Was Buried Up to the Seats. This Is a Most Unusual Occurrence but, Apart from SU 
“Freak Risks” It Is the Agent’s Business Fully to Cover His Client 
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A Short Selling Talk on Use and Occupancy 


By A. E. Grisert 


Assistant Secretary, Hanover Fire Insurance Company, New York 


T is axiomatic that in times of severe com- 
| petition in any particular industry, or busi- 

ness in general, it resolves itself down to 
a question of survival of the fittest. Those 
concerns whose product is established and 
whose management is of proven success, wis- 
dom and integrity are usually capable of con- 
tinuing the operation of their plants at a profit. 
While we cannot pretend to offer any assist- 
ance in an industrial, commercial or production 
engineering way, we have at our disposal a 
means of enabling them to preserve the profits 
which they might normally anticipate by sell- 
ing them what I consider the most important 
of all insurance sidelines, namely, use and oc- 
cupancy or business interruption indemnity. 

In a short article such as this it is hardly 
possible to touch on other than the salient 
points of this highly interesting and many- 
sided cover; but before setting forth these 
points I should like to inject a word of cau- 
tion. The task of selling use and occupancy 
is not the most important feature of it. Selec- 
tivity of risk is by far the outstanding ele- 
ment, and a simple and safe formula to follow 
is the ascertainment of the fundamental prin- 
ciple of all indemnity, namely, the insurable in- 
terest. We all know what constitutes an in- 
surable interest under a straight fire policy as 
designated in the printed conditions of the pol- 
icy. By following the same method in selling 
use and occupancy we can avoid the pitfalls 
which await both company and agent who fail 
to take cognizance thereof. An insurable {n- 
terest in a use and occupancy policy is created 
by a concern which, by virtue of capable man- 
agement and a product of merit, is well estzb- 
lished on a profitable basis and is therefore 
susceptible to solicitation for this cover. While 
large concerns generally protect themselves 
with this indemnity, the field for exploitation 
is still in practically a virgin state; and with 
this thought in mind this article is directed 
toward those agents who would not only 
broaden their own business activities, but serve 
as well in the full function of insurance coun- 
selors to their clients who measure up to the 
requirements set forth hereinbetore. 


Much has been said and written about use 
and occupancy insurance and I doubt not but 
what much will continue to be said and writ- 
ten. A sideline whose measure of both value 
and loss is founded on intangible factors can- 
not help but present many complications. How- 
ever, we are fortunate in that experience has 
taught us what to cover and what to avoid. 
In an article devoted to an attempt to interest 
the agent in aggressively furthering the sale 
of use and occupancy, it will suffice to empha- 
size the moral hazard element only as it per- 
tains to the underwriting factor. We, who 
are in the home offices, must be equipped in 
Many ways to determine the desirability of a 


risk and the net retentions, but if you have 
eliminated the moral hazard (and it must be 
conceded that this cover, in the hands of an 
unscrupulous assured, acts as an almost un- 
avoidable temptation) you have gone far in 
assisting us to determine certain phases of its 
desirability. 

The underlying feature of business interrup- 
tion indemnity is fundamental, and as such can 
be applied to a universality of industries or 
businesses. The principle of this indemnity is 
to reimburse an assured for the actual loss of 
such expenses as would have been earned in 
the event there had been no cessation of activ- 
ities in the insured plant, plus the loss of 
actual profits, measured by past experience, 
experience at the time of loss, and normal 
anticipation of the future trend. 

Eliminating from consideration the valued 
form of policy, which in my opinion has no 
place in the scheme of a well-managed insur- 
ance company, there are three major forms 
which are in use to-day, further refined to the 
needs of manufacturing plants as opposed to 
the needs of retail merchants. These forms 
are the straight three hundred day form, the 
seasonal or fluctuating form, and the co-insur- 
ance form. 

Whichever form is used, it is necessary to 
determine the amount of insurance to carry, 
and while this amount may be reached by ex- 
plaining to a prospective client the indemnity 
provided by a use and occupancy contract there 
have been many mistakes made which were 
uncovered at the time of a loss. The safest 
plan is to permit the assured to name the fig- 
ures, based on his knowledge of actual net 
profit he has earned, is earning and estimates 
he may continue to earn under whatever con- 
ditions he is normally called upon to adapt his 
plant to. The fixed charges should be based 
on expenses which would normally continue 
had he continued to operate, plus such emer- 
gency expenses which he elects to include in 
his contract, such as salaries for special em- 
ployees not under contract whose value to him 
is indispensable, etc. 

Arriving at a basis of value, which of course 
is limited to one year, it is then necessary to 
use the form most readily adapted to the as- 
sured’s needs. Ordinarily the straight three 
hundred day non-valued form is acceptable, but 
owing to the exigencies of the situation a sea- 
sonal or fluctuating form may be better. It 
must be borne in mind that full insurance must 
be carried, as the partial suspension clause acts 
as a coinsurance clause. So few losses are 
total that the assured may become a contrib- 
utor to his own loss if he is underinsured. 

Of late, the requirements of retail merchants 
have developed the coinsurance form of con- 
tract, but experience has necessarily been lim- 
ited in regard to this form. It generally seems 
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inequitable to charge the higher rates prevail- 
ing with the use of this form when the needs 
of an assured do not unequivocally demand that 
this form be used. As a general rule expenses 
of every nature must be included in the coin- 
surance form, and I have yet to see where a 
fluctuating form becomes inferior to the coin- 
surance form, when such fluctuating form is 
properly drawn and values accurately com- 
puted. 

An important question often asked is whether 
it is advisable to include the replacement of 
stock. As is undoubtedly known generally, the 
rate for replacement of building and machin- 
ery is lower than the rate for replacement of 
building, machinery and stock. I am speaking 
now of raw stock, as finished stock replace- 
ment is not contemplated under a use and oc- 
cupancy form. The wisest course to pursue is 
to determine whether the time for replacement 
of stock would extend beyond the time neces- 
sary to replace the building and machinery. It 
is most unusual for this to occur and for the 
most part the assured can benefit by the lower 
rate and eliminate the replacement of raw stock 
from his coverage. A more important and re- 
cent development, however, is the liability as- 
sumed by special rider, indemnifying an assured 
for the time necessary to restore to its State 
previous to the loss, stock in process. This 
liability may be included at an additional rate 
of 1/300th or 1/365th (depending upon the 
number of days a plant operates) of the rate 
at which the policy is issued, depending upon 
the number of days which the policy is extended 
beyond the time the plant is again in readiness 
to operate. It is incumbent upon the assured 
to estimate this time, and, as we must all agree, 
it can only be a guess, as it is not within the 
province of mankind to foretell when a fire 
will occur (I am referring now to honest 
members of the species) and the amount of 
stock in process is of course subject to un- 
equal quantities at various periods of the year. 
A safe way would be to base it on the maxi- 
mum amount of stock in process at any given 
period and then estimate the time it would re- 
quire to bring the stock to its condition at the 
time of the loss. 


The ramifications of use and occupancy are 
many and varied, as, for instance, contingent 
liability from outside power plants being neces- 
sary to include in some contracts, and also 
contingent liability from plants furnishing 
materials or parts, and others, having a direct 
bearing on whether an assured is properly pro- 
tected or not. It is hardly possible to expect 
an agent to be as qualified in his knowledge of 
the refinements of this cover as would be the 
case were he to confine his activities to study 
and research only, and the agent must dismiss 
from his mind the archaic notion that he neg- 

(Concluded on next page) 
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Each of the vehicles shown 
on this page attained its 
peculiar position as the re- 
sult of a collision. The pic- 
ture at the top, and on the 
right, might well be titled 
“scrambled eggs.” The truck 
there depicted was carrying 
a load of eggs and smoked 
hams when it collided 
with another truck and was 
wrecked. The other two 
vehicles shown are, obvious- 
ly, passenger cars. 


Automobile insurance, in 
reality a “public service” 
line, should be sold by agents 
and brokers on an all-cover 
basis. For passenger cars 
this means public liability, 
property damage, collision, 
fire, theft, plate glass and 
windstorm and tornado pro- 
tection. In the case of com- 
mercial cars and trucks, the 
shippers should be solicited 
for policies to cover the 
truck cargoes. Also, when 
you talk to an automobile 
owner, don’t forget to tell 
him about personal accident 
insurance. 
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Short Selling Talk on Use and Occupancy 
(Concluded from previous page) 

lect to push this cover in his community be- 

cause of lack of knowledge of these fine points. 

There is an abundance of articles dealing with 

the intricacies of the form and its application, 


besides which it is very often advisable for an 
agent to call in a home office man or special 
agent to assist him with a specific problem. All 
we are asking is for the agent to acquaint his 
prospects with the fundamental principles of 
use and occupancy insurance, because if he 


8 


does not some one else will. It is with us to 
stay. It serves a definite purpose and, when 
properly sold, it fills a real economic need, and 
I cannot too strongly impress upon you the 
necessity of calling it to the attention of and 
emphasizing its value to your clients. 
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How to Sell Plate Glass Insurance 


LATE glass insurance can best be sold by 
P personal solicitation. Letters, circulars 

or printed matter serve merely as a means 
of introduction and are of little value unless 
followed up by a visit or tefephone call. 


SOLICITING 

Personal solicitation—the coming in contact 
with the prospective insured when the neces- 
sity and advantages of plate glass insurarce 
can be more easily explained—is unquestionably 
the best method and is bound to prove success- 
ful. 

PREPAREDNESS 

Always approach a prospect prepared to dis- 
cuss the subject intelligently. Preparedness is 
the keynote of success in all fields of endeavor 
—and plate glass insurance is no exception. To 
know what you are talking about and to pre- 
sent what vou have to say in a manner that 
can be readily understood will do much toward 
“landing the risk.” It will at least inspire 
confidence and obtain you a hearing which 
might otherwise be difficult to secure. 


SERVICE 
Remember that a prompt replacement is your 
best argument—and that the value of plate 
glass insurance is in a “prompt replacement.” 
Do not wait until a loss occurs—plan ahead by 
keeping in active touch with glazing conditions 
in the community. If no glass is kept on hand 
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By Rosert E. Rosson 
Secretary, New York Casualty Company 


by the local dealer, find the nearest center of 
supply or distribution point and ascertain the 
quickest way in which glass can be procured. 
Remember that every break is an opportunity 
for additional insurance—and that by the ad- 
justment of a loss you render a personal ser- 
vice at a time most needed which may result 
in the acquisition of other business from the 
same insured. é 

VALUE 

Draw attention to the promptness by which 
broken glass can be replaced when 
Boarded windows are unsightly and a detri- 
ment to business. 


insured. 


This you will find a strong 
selling point—especially with the average store- 
keeper whose show window is an “advertis- 
ing medium” and who makes good use thereof 
for display. Show that boarded windows in 
a few days will result in the loss of enough 


sales, no doubt, to pay the cost of insurance. 


Economy 

Emphasize the fact that the insurance com- 
pany, because it is a large buyer of glass, is 
in a position to obtain the quickest possible ac- 
tion and make prompt replacement. Also that 
the cost to individuals would be considerably 
more than a similar replacement made for the 
company. Impress upon the prospect the fact 
that a plate glass policy protects him against 
market against exorbitant 


fluctuations . and 


glazing charges. 





s 


NECESSITY 
Remember that every broken window empha- 
sizes the need of plate glass insurance and 
drives home the fact that glass is very fragile 
—that in a moment the costliest window may 
be shattered and reduced to fragments. The 
indemnity is not a luxury; it is a necessity. 


BusINESs PROPOSITION 

Plate glass insurance is a sound proposition 
that should appeal to the good judgment of 
every business man. Plate glass insurance is 
a profitable line—easy to sell—and the adjust- 
ment of a claim requires less time than almost 
any other kind of insurance. The field is large 
and has never been fully canvassed. Only 50 
per cent of the plate glass fronts are insured. 
Every risk presents a possible source of in- 
come for you. ‘Constant and sustained efforts 
intelligently applied will invariably bring re- 
sults. Make the most of your opportunities. 
Line up all prospects not insured and make it 
a point to interview every one. 


PERSEVERANCE 
Try it—don’t be discouraged—keep at it. A 
hen does not quit scratching because worms 
are scarce, and you will uncover all kinds of 
business in your community if you keep on 


scratching. 


Service, the Key to Farm Insurance Business 


Chicago Manager, Farm Department, Home Insurance Company 


WV" are apt to smile at the old-time farm 
agent—the man whose office equipment 

consisted mostly of applications and an 
expiration book, and whose office frequently 
was his coat pocket; who started out Monday 
morning with his old horse and buggy for a 
week’s trip to look after his expirations and 
seek new business. One, however, who knew 
many of those old-timers must pay a tribute 
of respect to their loyalty to their companies, 
to their faithful regard for the interests of 
their customers, and to their application to their 
work. Methods have somewhat changed, but 
the same qualities that made for success then 
hold good to-day. 

Farm underwriting is a special, and with 
Many agents a neglected, branch of the insur- 
ance business, but one that if rightly handled 
can be made to produce satisfactory and profit- 
able returns, 
Personal 
order 


It is a business that requires 
contact with the property-owner in 
that the service to which both the cus- 
and the company are entitled may be 
Properly and adequately rendered. 


tomer 


By T. H. Cornet, of Loesch & Cornell 


The 


should be constructed, chimneys and stovepipes 


farmer needs advice on how buildings 


arranged, installation of lighting devices, gaso- 
line engines and power machinery, storage of 
automobiles, etc., so as to lessen the danger of 
fires, and also on the form of insurance cover- 
. Such advice and 
| 


» Can 


age best suited for his needs. 
1Cl} 


only be given intelligently by the 
agent who goes on the ground and thorougtly 
and carefully inspects the property and obtains 
his information at first hand. The survey pre- 
pared by the agent is an important factor in 
the handling of the business by the company ; 
in fact, the only means the company has of 
determining the desirability or otherwise of the 
risk. 

No other class of business places a greater 
responsibility on the agent, for in large meas- 
ure he is the judge of the moral and physical 
the risk. Also, by suggestion 
he can lead the way to a well-balanced cover- 


conditions of 


age, which means neither over nor under in- 
surance. All too frequently buildings are over- 


insured under-insured, 


personal property 


and 
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of New York 


where under expert handling the same total 


insurance, properly arranged, would furnish 
fairly adequate protection to the property-own- 
er and a better distribution of liability for the 
company. 

Replacement values of farm buildings are not 
always safe guides for determining the amount 
of insurance to be written, and it is therefore 


important to consider carefully the utility or 


vhat might be termed the convertible value. 
For instance, a fine country residence built 
for the occupancy of the owner, should it 


later become occupied by tenant would not 
be entitled to as much insurance as might prop- 
erly have been written during the period of 
use for the original purpose. 

Modern conveniences and farming methods 
have to a considerable extent increased the ac- 
cidental fire hazards on farms, and the agent 
who comes in direct contact with his custom- 
ers can do much to spread the doctrine of 
safety to life and property by urging the use 
of only such heating and lighting apparatus 

(Concluded on page 27) 
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ws of a Recent Texas Tornado 
Four people killed, thirty 
injured and property damage 
estimated at $1,000,000 was 
the toll taken by a fierce 
tornado that swept over A 
Beaumont, Texas, in April. 
Dwelling houses, stores and ‘ 
public buildings were ——— aavel 
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Direct Mail Advertising for the Fire Insurance Agent 


Publicity Agent, Springfield Fire and Marine Insurance Company, 


open to the fire insurance agent, but the 
form commonly known as direct-mail 
advertising is the most effective and satisfac- 
tory. Anybody who can write a letter and buy 
a postage stamp can use direct-mail advertising. 
It works equally well for the million dollar 
corporation or the small firm just starting in 
business. You can start and stop at will—cov- 
ering either a broad or limited territory. You 
say only for the circulation actually used. 
Insurance, more than perhaps anything else, 
is sold upon a personal basis. The personality 
of the agent has a big influence in the placing 
of business. Direct-mail advertising is a per- 
sonal message from the agent to ‘his client or 
As such, it often commands atten- 
in no other way. 


N LL forms of advertising are, of course, 


prospect. 
tion which it would receive 


Warat Is ADVERTISING EXPECTED TO 
ACCOMPLISH ? 

Advertising cannot be expected to close a 
sale so far as the insurance business is con- 
cerned. What it does do is augment sales 
effort and direct it along the most profitable 
channels. by eliminating the costly waste of 
unproductive sales calls and the equally costly 
loss of the salesman’s time spent in educating 
a prospect before he can get him in the frame 
of mind to buy. 

To illustrate the misunderstanding that is 
common with regard to this point, consider the 
agent who recently said that he would spend 
no money for advertising, preferring to spend 
it for solicitors. This agent said that he had 
tried both and found that the latter course was 
by far the most profitable. If he had tried 
them both together instead of separately he 
would have found the most profitable course 
of all. 

Advertising cannot be substituted for sales- 
manship. In fact, it cannot be separated from 
it at all. Salesmanship can be successful with- 
out advertising, but it can be vastly more’ suc- 
cessful with advertising. When it is con- 
sidered that the average salesman or solicitor 
spends less than 7 per cent of his time face 
to face with buyers who are anywhere near 
ready to buy, it is not hard to get the con- 
nection. 


Tae “Corp Canvass” or THE “Live Leap” 

The other 63 per cent is usually spent doing 
missionary work or creating interest and giving 
necessary information which could have been 
given more economically and just as effectively 
by advertising. 

Often it is a disheartening experience for 
an insurance solicitor to go out on what is 
known as a “cold canvass.” His prospect may 
not have a clear idea of what he is trying to 
sell and may not take the time to listen to an 
adequate explanation. 

Contrast this with a “live lead” furnished 


By Davin J. BucKINGHAM 





When planning this issue we wrote 
Mr. Buckingham, asking him for an 
article upon the subject here treated. 
In rebly Mr. Buckingham sent us a 
small booklet recently published by his 
company, which is so good that we here- 
by republish it entire—Eprror’s Note. 











through direct-mail advertising. The pros- 
pect already knows something about the insur- 
ance in question. Consequently, he understands 
more readily what the solicitor has to tell 
him. Possibly he asks questions on certain 
points not quite clear to him and this makes 
it easy to lead up to the sale. In other words, 
the advertising has done the talking, giving the 
salesman an opportunity to do the selling. 


Orv Trmz “Grav Hanv” SEttinc Not 
POPULAR 

Your prospect of to-day is a busy man. When 
the old-time “glad hand” salesman breaks into 
his office and starts to talk about prohibition 
and the new Fivick coach, it is putting a severe 
strain on his courtesy. He doesn’t want to be 
bothered with salesmen who have “just 
dropped in” to see if he needed more insur- 
ance. 

In fact, in a great many cases, he would 
rather be on vour mailing list and be told 
about the service vou have to offer through 
letters and advertising folders. He may not 
be in the meod to talk insurance when you 
call. He may he too busy to pay any atten- 
tion to the first letter or advertising folder 
which you send him. But you can send him fif- 
teen letters for the cost of one call, and one 
of these is pretty ant to find him receptive. 

Direct-mail advertising will make you a bet- 
ter salesman. By presenting an insurance 
proposition te a client in a letter you will 
clarify your cwn ideas and better your oral 
presentation of them. 

Whether yot are large or small in a business 
sense you can use it. Notable successes have 
heen achieved by agents in towns of less than 
a thousand population and also in cities of 
half a million and larger. If the business is 
there direct-mail advertising will help you get 
it. 

PLANNING THE CAMPAIGN 

The first step to take in planning a direct- 
mail advertising campaign is to decide what 
you have to sell and who can logically buy it. 
It is waste of time and money to send out let- 
ters soliciting patronage in general terms such 
as “We want your business, ” “Our service 
is unequalled,” etc. Likewise it is folly to 
attempt to sell sprinkler leakage insurance to 
a man who has no sprinkler system, even 
though the advertising may present the prop- 
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Springfield, Mass. 


in a most compelling manner. The 
distribution of blotters to school 
It can- 


osition 
wholesale 
children is a waste of good material. 
not be called advertising. 


ANALYZING THE MARKET 


Given a certain kind of insurance to sell, it 
is wise to spend some time thinking about the 
people who can logically buy that insurance 
and why they can buy it to advantage. This 
is called analyzing the market. It is a study 
of the type of people who are prospects and 
their reasons for buying. Usually there are 
several different markets for each kind of in- 
surance and each class of people included have 
different reasons for buying. It will be neces- 
sary, therefore, to make a different presenta- 
tion of the subject to each. 

Take rent and rental value insurance, for 
instance. The market may be divided into 
three classes— 

1. Home owners. 

2. Landlords and business property owners. 

3. Executors of estates and trustees. 

The dwelling house owner is interested in 
protecting himself against paying rent while 
his home is being repaired or rebuilt after a 
fire. 

The owner of an apartment house or business 
block looks at the proposition of rent insurance 
from the viewpoint of protecting his invest- 
ment. He considers his rental income as a 
dividend on his invested capital, and he wants 
to be sure that his investment will pay a ccn- 
tinuous dividend. 

The executor of an estate wants to give the 
best possible service to the clients who de- 
pend upon him for the proper handling of 
their funds. He buys rent insurance to pro- 
tect their interests. 

These three markets are actuated by slightly 
different buying impulses and a letter which 
would appeal to one would naturally be some- 
what different from a letter which would ap- 
peal to either of the other two. 


Tue Most FavoraBLe TIME 

Another important factor in planning a 
campaign is that of time. Timely advertising 
is always effective. If the members of the Ro- 
tary Club in vour town are going to attend a 
national convention at Atlantic City, they are 
good prospects for tourist baggage insurance, 
and the time to go after them is just before 
they go. 

Better still, if your letter reaches them dur- 
ing the middle of the week it is apt to receive 
more attention than if it arrives on Monday 
when there is an accumulation of mail, or on 
Friday or Saturday when there is a rush to 
get cleaned up for the week-end. 

Christmas and New Year are not favorable 
to dirgct-mail advertising. There is too much 














other activity going on. There is a common 
impression that the summer season is also un- 
favorable because so many are away. On the 
contrary, summer has proved to be a most 
favorable time for those who have made a 
real effort to get business. People are not all 
away at the same time. The average vacation 
is two weeks, a month at the outside, and 
those who are home have more time to give 
attention to a letter and advertising literature 
than they would have at a busier season. 

Generally speaking, the element of time can 
be naturally adapted to the kind of insurance 
to be sold. There is a most favorable time 
and if it is determined in advance, results will 
be worth the study. 


ExtTENT oF PossiBLE SALE 

A third element in planning a direct-mail 
advertising campaign is the extent of possible 
sale. While iz is true that the advertising 
campaign should pay for itself in new business 
secured, it is often a good policy to make a 
drive on a class of insurance where the pre- 
mium is small, for the purpose of getting new 
names on your books. 

This is the idea which the merchant has in 
mind when he offers a single article at a very 
low price tor the object of getting people in 
his store. He makes no profit on the sale 
article, but he sells enough other things to 
make up for it. 

One insurance agent who has been unusually 
successful in selling a big volume of insurance 
says that he will pay $5 for every new name 
that he can get on his books. He knows that 
a customer list is more valuable than a pros- 
pect list.. Periodically, he brings new kinds 
of insurance to these customers’ attention, with 
the result that within a year or so he has sold 
not one but several kinds 
good proportion of them. 

If small business can be obtained in volume 


of insurance to a 


it is more profitable than big business, because 
it is apt to be more permanent. Also, it has 
possibilities for growth from vear to year. 


THE TERRITORY TO BE CovERED 

One of the most 
made by inexperienced advertisers is that of 
attempting to cover too much territory. It is 
better to cover a small territory thoroughly 
and efficiently than to try to cover a large terri- 
tory and only half do the job. 

Do not try to cover a territory too large 
to be followed up by personal calls. The suc- 
cess of the advertising depends upon the fol- 
low-up. 

Don’t believe for a minute that a single 
mailing is going to fill the cash register. Per- 
sistence is what wins in advertising as in any- 
thing else. Five mailings to a list of 1000 
names will produce better results 
mailing to a list of 5000. 

Buyers are not always to be found in a “buy- 
ing mood.” One letter is quite apt to find the 
prospect in an “off” moment, occupied with 
other things. But one of five letters is apt 
to find him in a receptive mood and ready to 
give attention to your proposition. 


serious mistakes often 


than one 
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AcouiIrInc A MAtILiInGc LIST 

There are no set rules for securing a mail- 
ing list of insurance prospects. This must be 
left largely to the ingenuity of the agent and 
his knowledge of local conditions. In the ex- 
ample of tourist baggage insurance previously 
mentioned, the mailing list would consist of the 
members of the Rotary Club who were regis- 
tered for the convention and could be easily ob- 
tained from the secretary of the club. Close 
co-operation with the automobile dealers in 
your town wil! produce a valuable mailing list 
for automobile list of people 
buying new furniture in volume is good for 
household furniture insurance. 

Once a list is obtained its value lies in its 
being kept up to date. Records of the mailings 
and of the solicitor’s calls should be noted un- 
der each name. In general, each list should be 
divided into active and inactive prospects. The 
information obtained by the solicitor will deter- 
mine this division. 

The most valuable mailing list of all is a list 
of your own customers. Nearly every one of 
them are prospects for new kinds of insurance 


insurance. A 


or for increased amounts on the insurance they 
are now carrying. 

The subject of sales letter writing is such 
a broad one that it cannot begin to be covered 
here. There are, however, certain principles 
that every user of sales letters should con- 
stantly keep i mind. 

The first is—be specific. 
to interest a prospect in any proposition unless 
you tell him something about it. It is just as 
important for a letter to say something as it 
is for a salesman to sav something. Above 
all, tell what the insurance costs, or if you 
cannot quote an accurate cost give vour pros- 
Price is one of the 
purchase. 


You cannot hope 


pect some idea at least. 
prime considerations 
Always refer tc it in one way or another. To 
ignore the subject entirely at once arouses the 
suspicion that the price is too high. 

Try to begin the letter with something of 
interest to the reader. nobody 
wants insurance—in the sense that people want 
a new car, a set of golf clubs, or a good din- 
ner. What the average individual is interested 
in is what insurance will do for him, and this 
opens up a broad field for ingenuity and imag- 


of every 


Remember, 


ination. 

Be brief—but not too brief. 
letter has failed because it did not give essen- 
tial information after it had aroused the read- 
er’s interest to the point where he wanted it. 
Some people think that a prospect won’t read 
more than a paragraph. He will—if vou can 
arouse his interest, and if you do arouse his 
interest and then give him an inadequate ex- 
planation of your proposition you have failed, 


Many a good 


anyway. 

Give every letter a definite objective. Ask 
vour prospect to do something. It may be to 
fill out and return a postcard arranging for 
an interview. It may be to call you up if he 
wants the insurance. It may be to give some 
figures regarding his business so that you can 
intelligently recommend a certain amount of in- 
surance. 
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Thursday 


Then make it easy for him to do it, Ap 
that some prospects are requested to do ig ty 
write O. K. on the bottom of a letter and re. 
turn it to the sender. This is an effective 
method to use, as it requires little effort op 
the part of the prospect. Another method js 
the return postcard. This is also good. [py 
cases where the sale may be a large one, en. 
close a stamped and addressed postcard of 
envelope for a reply. 


Tue PuHystcAL APPEARANCE OF THE Lerng 


The appearance of the letter is also impor- 
tant. Cheap form letters on cheap paper are 
usually thrown away with little or no attention, 
Perhaps it is just as well, for a prolonged ip. 
spection would only serve to impress the reader 
with the cheapness of the workmanship and 
thus have a bad effect rather than a good one, 

If a form letter is sent out it should be care. 
fully done, with the name and address filled 
in at the top so that it matches the body of the 
letter perfectly. If the mailing is a large one, 
it is well to turn over the work to an experi. 
enced multigrapher. If it is a small one, it is 
better to have each letter separately typed than 
to send out 2 cheap letter through a false sense 
of economy. All letters should be signed in 
ink. 

Remember, the mails are becoming more and 
more cluttered up with direct-mail advertising, 
much of which is so poorly done that it only 
serves to disgust and annoy the man who re- 
ceives it. Personal, individual letters contain- 
ing a subject of interest are not so easily dis- 
carded. We are all interested in ourselves. If 
vour letter contains material of real value to 
the reader, it will hold his interest. A simple 
letter giving information of this character will 
produce more results than a masterpiece of 
English composition which tells nothing of 
value. 

In summing up, remember these points: 
Know your subject. Know your prospect's 
problems in relation to your subject. Describe 
what you have to sell. Tell exactly how it will 
help those who you ask to buy it. If you 
want an order, ask for it. You can’t expect 
to get it unless you do. 

Give facts. Avoid generalities. Don't try 
any “stunts” in your letters at the expense of 
naturalness and_ sincerity. The so-called 
“clever” letter attracts more attention to it 
self than what it has to sell. 





Flood Insurance in 1925 
Net 


Losses 








Name and Location of Company Premiums Paid 
American & Foreign, N. Y..... $1,192 severe 
sritish America, Toronto...... B : o 
California, San Francisco...... 959 anaes , 
Commercial Union, N. Y...... 1,518 seneee 
Commercial Union, London.... 12,248 $1,484 
Fire Reassurance, N. “Yi... 1,115 see 
Globe & Rutgers, N. Y........ 52,826 22,211 
Great American, N. Y........+ 188 iseue 
New York State Fire, Albany.. 94 severe 
Northern Assurance, London... 514 aa eeee 
Palatine, EORGOR. 5 <ccccccsvecu 4,409 — wveeer 
Rossia, Tarbiord: <0 siswc csvset 1,123 ss aveve 
Union, Bepden  os6.cseceescce 3,043 
Union Ins. Sec., Canton....... 1,354 
Matall cccitnere seins cannes $80,608 $28,645 
SRE C1 OE Oe 29.33% 
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How the Broker Can Develop Fidelity Bond Business 


By VINCENT CULLEN 


, Vice-President, Fidelity and Deposit Company of Maryland 


zed the accounts of general brokers, at 

their own request, being personally actu- 
ated by the thought that it might be possible 
to point out to them how they could develop 
their surety lines. Invariably it was found 
that the fidelity business was sadly neglected 
and it has again and again been brought home 
to brokers and agents that there was no cov- 
erage so easily to be developed as fidelity busi- 
ness. From the personal records of brokers 
and agents, in many cases, it is obvious that 
they have all the insurance lines of an assured. 
They have the casualty lines, fire lines, interior 
and exterior robbery, messenger hold-up, safe 
risks, ete., but have failed to get the fidelity 
tonds on the -officers, cashiers, bookkeepers, 
salesmen and similar employees. In more than 
one instance the assured did not have this cov- 
erage and it was not called to his attention. 


O° a number of occasions, I have analy- 


A NEEDED PROTECTION 


It has often been possible to show by the 
records that very often in a safe or hold-up 
loss, the suspicion that an employee had been 
implicated was so strong that the insurance 
company would deny liability. Had the partic- 
ular employee been covered by a fidelity bond, 
the assured would be fully covered because the 
loss would be paid either by the burglary or 
the surety company. 

Brokers and agents often neglect the fidelity 
business because they are not thinking about 
it. It is as necessary to an assured as fire in- 
stirance, compensation insurance or other lines. 
We have frequently seen where a heavy defal- 
cation by a cashier or trusted employee has 
nearly ruined the business of the assured. With 
the right coverage this need not have been the 
case. Agents and brokers, in developing fidel- 
ity business. should point out that an assured 
with full dishonesty coverage on all of his 
employees is a better banking risk than the 
assured who has no such protection. It some- 
times happens that a man applies for a loan at 
the bank and tries to show that he is fully 
insured, only to have the bank call his atten- 
tion to the fact that perhaps a trusted employee 
may cause such a loss as would embarrass him 
financially. This has frequently been done by 
bankers. Therefore it is the duty of the agent 
and broker to analyze the account of the as- 
sured and satisfy themselves that the dishon- 
esty loss is as well insured against as are the 
other hazards. 


Business NEGLECTED 
Many brokers and agents are sadly neg- 
lecting the development of fidelity bonds which 


goes hand-in-hand with their other lines of in- 
surance, 





$28,645 








For the sake of clear understanding let me 
say that a fidelity bond is a policy of insurance 
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to an employer, protecting him against losses 
caused by fraud and dishonesty on the part of 
the employees. 

A technical analysis of the coverage is not 
necessary but this general description will suf- 
fice. 

Every employer, in fact every business 
house, is a prospect for fidelity bonds. 

The cost of fidelity bonds varies with the 
character of the risk and the amount. The 
rates run from $2 to $10 per thousand, but 
we will take the average as $5 per thousand 
per year. Therefore, I point out to you that 
an employer can purchase protection to the ex- 
tent of $1000 for approximately 1o cents per 
week, which is very cheap. 


WHom To Bonp 
Those to be bonded are—treasurers, assistant 
treasurers, cashiers, secretaries, bookkeepers, 
managers, salesmen, agents; in fact, any em- 
ployee holding a position of trust or who could 
cause a loss to an employer by theft or manip- 


ulation of accounts or records. 


SUBSTANTIAL COMMISSIONS 

The commissions on this business are sub- 
stantial and what is more, our records show 
that from 60 to 70 per cent of fidelity bonds 
renew from year to year. This is evidence of 
the desirability of the business from a broker’s 
standpoint on account of the commission value 
of renewals. 

When you sell an assured any form of in- 
surance, you have at the same time an oppor- 
tunity to sell him a fidelity bond and investiga- 
tion shows that many miss that opportunity 
nine times out of ten. For instance: You sell 
a commercial burglary policy, and interior or 
exterior hold-up safe policy, or mercantile 
open stock. You are not completing your in- 
surance protection unless you sell at the same 
time a fidelity bond covering the employees. 
It frequently happens that a burglary claim is 
reported and it is not definite as to whether 
or not it is a real claim or what is called an 
“inside job.” Agents and brokers should re- 
member that if the company carrying the burg- 
lary policy had the employees bonded, both ends 
would be closed up and the employer would 
be paid either on the burglary policy or the 
fidelity bond. 


Sett Him Fipetity Bonps 

I have on a number of occasions examined 
the records of brokers, with the thought of 
helping them develop their fidelity business, and 
in every instance I found that they sadly neg- 
lected business which practically theirs 
for the asking; and therefore recommend to 
brokers that they examine their records and 
in every case where an assured is covered for 
any line, whether it be fire, casualty, burglary, 
or what not, endeavor to sell him a fidelity 
bond. 

In closing I want to call the brokers’ atten- 
tion to the fact that the loss ratio on fidelity 
bonds runs from 35 to 45 per cent, which is an 
evidence of the frequency of such losses. I 
want to also point out to brokers that the de- 
tails of this business must be handled by the 
companies which relieve brokers of consider- 
able trouble and expense. To brokers I say 
develop fidelity bonds, thereby increasing your 
income. 
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An Actual Automobile 


Sales Talk 


Bv Herman A. BAYERN 


President, M. L. Bayern, Inc., New York; President General 


Brokers Association of the 


Metropolitan District, New York 


The scene is in the office of Mr. Client who 
has requested his agent to see him about his 
insurance and ‘particularly about his automobile 
insurance renewal. 

Broker: Here are policies 
covering your Chandler Sedan and expiring on 


your renewal 


June s. 


13 


Client: What's Why didn’t 
you wait until they actually expire? 
Broker: We always renew our policies two 


months before expiration. 


your hurry? 


Client: J never authorized you to renew my 
policies. 
Broker: I know you didn’t, but you received 











a letter from us about two months ago advis- 

ing you that your policies were expiring on 

June 5, and asking you whether you contem- 

plated buying a new car or whether you ex- 
pected to nove to a suburban district where 
the rate is lower, or whether this year you 
didn’t want to increase your liability limits to 
at least 50/100,000. By having your renewals 
ready so many weeks before expiration, you 
have ample opportunity to make any changes 
you desire hefore they replace the expired poli- 
cies. 

Client: The fact remains that you did not 
get my authorization to renew these policies 
and I am not sc sure that I am going to accept 
them. 

Broker: Why? 

Client: Well, I will be perfectly frank with 
you. I have a quotation here from a mutual 
company and their bill is about 20 per cent less 
than yours. They have on their board of di- 
rectors some of the biggest business men in the 
country, and they have been in business for a 
good many years. If such a company is good 
enough for men of that caliber I see no reason 
why I should not insure in such a company. 

Broker: You do not get the same protection 
from the mutual company you mention as you 
do from a reliable stock (conference) company. 
Can you buy cheap clothes wihch are good: 
cheap meat of good quality: cheap apartments 
of distinction: cheap commodities or necessi- 
ties of any kind, nature, or description that you 
may need in connection with your business, 
home, or for the comfort, health, and welfare 
of vour family? Of course you cannot. You 
always get what you pay for. 

Client: You have not told me anything I 
did not know before. The fact remains ‘that 
the mutual company I mentioned has been in 
business for years and nothing has happened. 
They settle their claims promptly. 


Broker: Have you read the policy con- 
tract? 

Client: No. I never read my policies. 

Broker: lave you got this mutual con- 


tract with you now? 

Client: Sure, here it is. 

Broker: Well, Mr. Client, just let me draw 
your attention to this clause which states that 
you have agreed to accept an assessment, rang- 
ing from 1 per cent to 300 per cent of the orig- 
inal premium you pay. In other words, the 
premium you would pay this mutual company is 
$215.10. If the board of directors of this 
mutual company wanted you to pay an assess- 
ment of 200 per cent, the cost to you would be 
$645.30. When you accept a mutual policy you 
also agree to not only accept an assessment but 
when such company fails, and in this State 
automobile mutual insurance companies have 
been a dismal failure, you, as a policyholder, 
are the one who pays. Didn’t you realize that 
a mutual company is nothing but a big limited 
partnership anc you are liable as one of the 
partners? 


Client : 
possible. 


Why, that seems to me to be im- 
These people are licensed by the 


State of New York to do business in this State. 
Broker : 


That is true, but the fact remains 
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that any group of 100 automobile owners can 
organize a mutual company. 

Client: Now you have given me some facts, 
but nevertheless this particular mutual company 
has been in business for a period of over tif- 
teen years, always willing to settle losses 
promptly, and I am willing to take a chance. 

Broker: That is your privilege, Mr. Client, 
but this is an age of specialization. I have 
given you-the facts and I can state further- 
more that during the period from 1914 to 1926 
many companies ceased to do business, either 
being liquidated by the State insurance depart- 
ment or being placed in the hands of a re- 
ceiver. There are some notable examples in 
the last few years and if vou want full facts 
in regard to them, I shall be glad to give them 


Thursday 


to you. Or still better, you don’t have to take 
my word for it, call up the insurance depart. 
ment and they will give it to you. 

Client: I have not got the time to investigate 
these matters, and since you have taken care 
of my automobile insurance for the past eight 
years in an efficient manner, I will accept your 


renewal. What will my total automobile jp. 
surance bill be for this year? 

Broker : 
Liability, BAOSIOO OO - nk cetacccns $155.15 
Property damage, including loss of 

OB. SOO os 06 oso eee en gas 39.00 
Fire and theft, $1,000 @ $3.36 per 

ob Re ete Se mercy erat ry 33.60 
$100 deductible collision......... 41.12 $268.97 
Tornado, earthquake, riot, etc..... $ 10.06 
Persona! accident insurance $200 

igen 2 hig ae rarane Toure earner rar ectee eee 115.00 
Automobile bail bond............ 5.00 





interest is affected. 


three years. 


protection. 


A new insurance 
coverage of special 
interest to bankers 


Few property owners protect their property against damage by wind- 
storm yet losses of this nature are frequently occurring to an extent 
which would impair a bank’s security as mortgagee on the property. 


To meet this situation we offer a blanket windstorm policy which covers 
on all property upon which the bank has loaned money and indemnifies 
the bank on any windstorm loss to the full extent that its mortgage 


The cost of this policy is very low—10 cents per $100 of insurance for 
Insurance equal to 25 per cent of the total mortgage 
interest will provide for full indemnity on any individual loss. 


Many loaning institutions have already taken advantage of this 


WRITE US FOR ADDITIONAL INFORMATION. 





SPRINGFIELD FIRE & MARINE 
INSURANCE CO. 


SPRINGFIELD, MASSACHUSETTS 
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Plate glass imsuranc€........+++- 7.50 $187.50 


$406.37 


Flease change my automobile insur- 


Client : 
3v the 


ance renewal policies as suggested. 
way, do you take care of any other insurance? 

Broker: Yes, we specialize in automobile, 
surety, life, and accident and health, but we 
would be very glad to accommodate you and 
take care of any insurance problem. You know 
we act as insurance counsellors to the individ- 
vals, firms, and corporations in this State. 

Client: I am interested in a building cor- 
poration that contemplates putting up a twenty- 
two-story building and I would like you to see 
Mr. Smith, who is in charge of this matter. 

Broker: Thanks very much for this won- 
derful lead. I shall see Mr. Smith to-day and 
if your Mr. Smith follows my recommenda- 
tions he will insist that the contractor obtain 
a completion bond. 

Client: Well, don’t bother, me with details, 
Iam in back of you. I know that you can han- 
dle any situation in connection with this busi- 
ness. 

If agents and brokers will. only realize that 
they are selling “Service,” not merely policies 
and contracts, and use modern salesmanship in 
connection with meeting the competition of cut- 
rate and mutual companies, they will not only 
retain the business, but get other profitable 


lines. 


Reviews “Practice of Workmen’s Compen- 
sation Insurance”’ 

Sanford B. Perkins, assistant secretary of 
the Travelers Insurance Company, and a fel- 
low of the Actuarial Society, has 
written a book “Practice of 


Workmen’s Compensation Insurance,” by Saul 


Casualty 
review of the 
B, .Ackerman, which review appears in the 
Proceedings of the Casualty Actuarial Society, 
November 18, 1925, Vol. XII, Part I, No. 25. 
Mr. Perkins writes of the book as follows: 


It is next to impossible to enjoy reading a 
primer on any subject unless the reader hap- 
pens to be in the primer class. Mr. Acker- 
man’s book on the “Practice of Workmen’s 
Compensation Insurance” has been made so 
studiously simple that the reviewer could not 
truthfully state that he enjoyed reading it 
which probably is tantamount to saying that 
Mr. Ackerman was successful in his endeavor. 

The author covers the field of workmen’s 
compensation insurance as it is conducted in 
the State of New York very thoroughly. He 
reviews briefly the necessities for and tenden- 
cies of compensation legislation, gives his im- 
Pression of how claims should be investigated 
and adjusted, as well as a description of the 
functions of the other services which should 
be rendered to the assured and injured. Be- 
sides describing the Universal Standard 
Workmen’s Compensation policy, he carries the 
reader through the various stages of manual 
rate making and modification to fit the individ- 
ual risk by the application of the various rat- 
ing plans. The concluding chapters are given 
up to description of the various types of insur- 
ance carriers. 

Fortunately, or by commendable design, as 
the book progresses, Mr. Ackerman has 
allowed himself a little more rhetorical lati- 
tude, which makes the latter portion of the 
book, which by natural process of the devel- 
opment of the subject becomes a ‘little more 
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Fire Insurance Executive Tells How to Develop 


a Multiple Line Agency 


Some time ago the editor of THr SPECTATOR 
addressed to a number of fire insurance execu- 
tives the letter which appears in the box on 
this page. The following answers were re- 
ceived and unquestionably show that if all 
agents were as keen as most of these execu- 
tives, the special agents would have a heavy 
task on their hands. There would also be a 
goodly increase in the volume of special line 
husiness which is now coming into the fire in- 
surance offices: 

[To the Editor of THE Specrartor] 

This will reply to your letter of April 23rd 
asking us to answer a hypothetical question 
for your Special Lines Number. 

I (the local agent) would pick two or three 
special agents in whom, and in whose com- 
panies, I had implicit confidence. I would 


most of the talking so that I could get his 
selling ideas. After this, I would then tackle 
the problem individually by calling on all pros- 
pects in my community. After satisfying my- 
selfof my efficiency in handling this specialty 
I would then proceed to do likewise for all the 
other specialty lines in turn until I became 
fully conversant with each. 

If this were followed generally it would not 
he long before the average agent would have 
a very complete knowledge of the insurance 
business. 

WILLIAM Quar, 

Vice-President, The Continental Insur- 

ance Company. 
April 30, 1926. 
[To the Editor of THe Spectator] 

This is in reply to the hypothetical question 
embodied in your recent communication. 

If I were an agent in a town of 10,000 popu- 





kuowledye of the entire subject. 


vour business. 





IWVithin a few weeks THE SpeEcTATOR will publish its annual Multiple Lines Number, 
which is devoted to educational articles calculated to aid agents in developing these lines 
and to add to their store of information concerning them. 
we should be pleased to receive from you an answer to the following hypothetical question: 

Assume that you are a local agent and liave succeeded in developing your fire insurance 
business to a point where the future growth of your business is obviously limited unless 
you can develop sources of income other than from fire insurance. Suppose you have a 
fair volume of automobile business and a small amount of other lines but you have never 
written cnough of the Special Lines to be very familiar with them. 
Your agency is located in a town of about 10,000 
persons containing a number of small manufacturing plants and with a flourishing business 
disirict serving a large and fairly prosperous rural section. 
What means would you take to accomplish this purpose? 

This same question is being put to a number of fire insurance executives. 
that the answer will be a stimulant to agents in developing this class of business. 


For publication in this tissue 
Yow lack a complete 


You have decided to expand 


It ts hoped 








ask each of them to call on me with literature 
and information relative to some specialty line. 
I would ask them to go over the whole sub- 
ject carefully with me and to give me the 
sources of best information on the coverage 
and how to sell it. Thus making an intensive 
study with the aid of experts I could quickly 
grasp all its intricacies. When I had mas- 
tered my subject, I would request help for a 
selling campaign taking the special agent to 
some of my best assureds and letting him do 





complicated, much more easy to read and there- 
fore more comprehensible. 

If the foregoing has been an indication that 
the “Practice of Workmen’s Compensation In- 
surance” will not prove a valuable addition to 
the library of any one interested in compen- 
sation insurance, such thoughts must be dis- 
pelled at once because Mr. Ackerman has 
clearly demonstrated a very close contact with 
every phase of the compensation business 
although it is equally clear that his contact 
has been limited to, or possibly it might better 
be said has been intimate with, workmen’s com- 
pensation practice in New York State. 

There are several points in connection with 
Mr. Ackerman’s treatment of his subject that 
might well be discussed at somewhat extended 
length but immediately it would carry the im- 
plication that Mr. Ackerman’s book intended 
to be of more profound variety instead of the 
moreelementarv, and it is the writer’s belief 
that it was intended to be elementary and, 
therefore, that any discussion based upon any 
other premise would be unfair to the author 
of this book. 

This book was published recently by The 
Spectator Company. It sells at $4 per copy 
with suitable discounts on quantity orders. 


15 


lation and not familiar with the special lines 
written by a fire insurance company, other 
than those of fire and automobile insurance, ! 
would first begin to meditate upon the fact 
that a large volume of potential profits was 
escaping me through my limiting my insurance 
business to straight fire and automobile cov- 
erages. 

As an agent uninformed in regard to special 
lines of coverage, I would be reluctant to sug- 
gest so-called “side lines” to possible custom- 
ers through fear of exposing my ignorance. 
Obviously, therefore, I should prepare myself 
to solicit these lines by securing information 
regarding them. To that end I naturally would 
go to one or more of my companies, and I 
would mentally classify such of their special 
agents as were in the habit of visiting me as 
to their likelihood of their being able to prop- 
erly advise me. 

IT would naturally reason that theoretically, 
at least, all specials should be able to give me 
the necessary information about any coverage. 
Actually, however, in my mental classification 
I would select the best informed type of 
snecial and seek an early opportunity for a 
leisurely discussion of the special lines I was 
anxious to learn about. I would then go over 
with him all the possible lines of coverage ap- 
plicable to my territory, would take notes of 
his conversation, would ask him to supplement 
special points by printed matter, and would 
then begin to experiment with the actual so- 
liciting. 

If, however, there were no early opportuni- 
ties to discuss the matter with my companies 
or a helpful conversation with one of their 
specials, my procedure would be quite other- 
wise. I would begin by making a list of all 
forms of coverage written by the companies 
in my agency. Using this list for classifica- 
tion purposes I would then begin to collate 
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Getting Up Steam 
in the “Specials” 


Along with spring weather, baseball and golf come the days of ‘‘special’”’ excursions. 


Begin now to get up steam in some of the special lines that are particularly active 
at this time of the year. For instance: 


Automobile Insurance is a typical torm of insurance for Spring 
development. The tremendous increase in motor car owners makes 
the need for complete protection greater than ever. 


Windstorm Insurance. The season of destructive windstorms 
runs wel] into the summer months. The cost is low, the protection 
great. 


Rain Insurance—has proven its worth time and again at baseball 
games, lawn fetes, excursions, sales and a dozen other places. 


Rent Insurance. New and renewed leases and the acquisiticn 
of new property offers the opportunity ot presenting this form ot 
coverage in conjunction with Fire Insurance. 

Tourist Baggage Insurance. Vacations will soon be planned. 


Anyone going on a trip for business or pleasure should know of this 
form of protection. 


These policies and others covering practically every form of property damage can 
be written with assurance of satisfaction and safety in The Home of New York. 


THE HOME comeany’ NEW YORK 


Charles L. Tyner, President 
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information under each heading. Presumably 
| would have been in receipt of circulars and 
envelope stuffers from my companies, dealing 
with many of the lines individually. 

On windstorm insurance, for example, [ 
would probably find several different types of 
folders which would aggregate a fair amount 
of practical information ; the same would prob- 
ably apply to other special lines. Then I would 
search the files of such insurance journals as 
came to my office for information dealing with 
these coverages, and would find, from time 
to time, some underwriter had made one of 
them the subject of an address which was re- 
j publications. if I was not a 
subscriber to a good insurance periodical | 
would become one. After I had collected and 
classified all the information which was ac 
cessible in these ways, I would pick out some 
one cover for special study and doubtless 
would find that there were questions arising 
that had not been fully anticipated by the 
material at hand. I would then formulate let- 
ters to one or more of my companies, asking 
then to give me the specific information de 
sired or to refer me to any procurable pub- 
lications which would convey a fuller knowl] 
edge of the subject. 

lor practical agency purposes, it would not, 
of course, be necessary to acquire full actu 
arial knowledge, although one can scarcely 
know too much of any subject. As soon as 
there was a consciousness of reasonable 
familiarity, including, of course, the careful 
study of the special policy or endersement form, 
and the rates applying, it would be in order 
to select some names and begin to solicit, with 
always the recourse of referring any new 
points developed through experience to the com- 
panies in the agency. 
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By taking up consecutively the study of 
various new forms and ambitiously seeking for 
knowledge in connection therewith, supplement- 
ing this study with actual sales experience, | 
would anticipate eventually becoming a well- 
rounded and well-informed insurance agent, ap- 
plying the knowledge obtained to my own 
specific field. As speedily as possible I world 
list my prospects on special cards for each 
and indicate thereon the kinds of insurance 
carried and other lines in which they would 
likely be interested. I would then constantly 
look toward an ideal of complete coverage by 
quoting combined premiums on additional lines 
with the fire policies, endeavoring to make a 
ingle transaction of each sale. 

1 would keep a loose-leaf scrap book or 
series of envelopes or separate folders to fit my 
correspondence file in which to accumulate news 
notes and other data on the several forms of 
coverage for reference as occasion requires. 

The psychology back of all this is, of 
course, that the agent should cease to think of 
himself as a mere salesman of fire insurance 
‘nd view himself as a merchandiser of secur- 
ity in all its forms. 

A. B. Roomeg, 

Vice-President, Independence Fire Insur- 

ance Company. 
Philadelphia, Pa., May 6, 1926. 

Digging Up Leads for Auto Insurance 

Who gathers in the most commissions every 
month? Isn’t it the agent who, while main- 
taining his old customers, rolis up the largest 
volume of new business? He accomplishes this 
record by being on the lookout for leads and 
turning them into sales. 
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License Bureau.—Newly licensed drivers—be- 
ginners with driving permits—all are good 
prospects. 

New Garages.—The owner probably has just 
bought a car. 

News Items.—Many times they tell of new 
cars purchased. 

Direct Mail Campaigns.—A letter and cir- 
cular mailed to all auto owners in your city 
will produce many leads. 
Firms.—You can 
considerable time to 


afford to 
firms 


Business well 


devote those who 


own fleets of delivery cars and trucks. 
Lines.—See the companies that 


Local Bus 


operate your bus lines. 


Can you think of any others? Cover the 
entire field and talk complete coverage in 
almost every case—News from Home, pub- 


lished by the Home Insurance Company, New 
York. sence ietainipibitataiih 
Frost and Freeze Insurance in 1925 





Net Losses 
Name and Location of Company Premiums Paid 
Rankers & Shippers, N. Y..... | rere 
Camden Fire, Camden......... 36,615 $33,991 
Commonwealth, N. Y.......... 439 3,793 
Connecticut. Hartford ........ 3,72 19,828 
Equitable F. & M., Providence. 744 3,966 
Fire Reassurance, N. Y....... 8,090 11,315 
Inter-Ocean Reins., Cedar Rapids 6,263 27,207 
Mercantile, Nib Sidcccccccccess 607 3,765 
National Union, Pittsburgh.... 105,116 56,652 
North Brit. & Merc., London.. 3,056 18,790 
Pacithe Pine. Ne Vidcectaceuwves 677 160 
Pennsylvania Fire, Phila...... 1,808 11,229 
Rossin, Hartletd « oiciccecwucs 8,991 25,402 
BONE: Ncticnncevikanawnees $179,181 $216,098 
LR CHI icine cei 120.60% 





. 


This Photograph Was Taken a Few Minutes After Fire That Did Damage Estimated at $250,000 Had Broken Out in the Los Cerritos Oil Field 
Insurance Pays Losses of This Character 
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FRED S. JAMES GEO. W. BLOSSOM 


Western Department 
175 West Jackson Blvd. 
CHICAGO, ILL. 





Cagle 


British Domtntons 
Jnsurance Company Limited 
of London, England 


You have not yet been in touch with all the best there is in the 
automobile insurance line if you are not familiar with this Com- 
pany, recognized as a pioneer in present day automobile methods. 


Fred S$. James & Company 


United States Managers, 149 William Street, New York 


Carroll L. DeWitt, Assistant U. S. Manager 


Star 


WM. A. BLODGETT O. F. WALLIN 


Pacific Coast Department 
108 Sansome Street 
SAN FRANCISCO, CAL. 


































Needs of the Agent and to Co-operate with him. 


states: 





CASUALTY SURETY 








COMMERCIAL CASUALTY INSURANCE COMPANY 


NEWARH, N. J. 








ES NCO) a $2,000,000.00 
EMRE 8 ce et cue Ah ok eee eS 10,932,099.00 
REM S eAs icc, rs we aime en aes 6,932,099.00 
Surplus to Policyholders......... 4,000,000.00 






A Sound Company with Sufficient Experience to know the 






General and Regional Agencies are open in the following 


Delaware Missouri 


District of Columbia Nebraska 
Illinois New Hampshire 
Indiana Ohio 

Kansas Pennsylvania 
Massachusetts Vermont 
Michigan Virginia 


Wisconsin 

















C. E. CLARKE, President J.R. ANTHONY, Jr., Secretary 


Capital Stock, $206,700.00 


PENINSULAR 
CASUALTY COMPANY 


GENERAL OFFICES: 
Physicians Building 
Jacksonville, Florida 


Accident and Health Insurance - Commercial and Industrial 
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RESULTS OF CASUALTY LINES IN 1925 


Transactions of Casualty, 


Burglary and Theft, Plate Glass and Surety 


























SURETY PLATE GLASS BurGLary & THEFT AuTO PROPERTY DamacE 
NAME AND LOCATION OF COMPANY —_—_ —— —— Sen SSR + Ds 
Premiums Losses* Premiums Losses* Premiums Losses* Premiums Losses* 
American Stock Companies 
asualty & Surety, Hartford................ Ran 3,820,806 937,702 846,163 251,666 1,853,404 691,591 3,745,293 1,533 . 
oon eons, MORNING ag clvcc.créccoesenioss en soe MAS oc Bee 107,745 32,837 21,093 5,510 231,516 amp 240 
American Employees, Boston..............+.-- 198,572 90,503 24,079 6,510 104,029 48,926 86,278 26,295 
‘American Fidelity, Montpelier.............. eed _2,831 4,844 799 Nae) 0 Sceueees, | aia 38,692 10,828 
‘American Guaranty, NRE so. b.0: 05's 0s oreo P bat iy 53,952 9,121 1,079 pS ee —226 27,619 11,703 
American Indemnity, Galveston ey eee ee a 86,574 Ce 46 “eaeeace” Viidegeeeal+  -aeeeeeee Lei 16,357 9,764 
American Liability, Cincinnati................. aiamame vacawen | Swaaueererey |  "Seueranedaras mcceehe  \stewiien'ans 28,960 10,030 
American Surety, New Vork.................... 3,917,149 acca ‘leer 832,328 Ck PEN Tic. 
Associated Industries, San Francisco.......... ees etn 8 Siaieeesee «=«« ee bees te seeees  'Semcneee sin eeenes 8,352 2,063 
Atlantic Surety, Raleigh... 6. scesccwecscceess GOSS Svicacilce = Skawice nls «= wieisiesete ss eeeweec 6 6 Salewaces  ## cecaaa nll aan 
Atlas Casualty, Chicago.........-....s.ee--+-- ne ciatawee auees RRR rece Mert re ere err’ 7,179 357 
Capital City Surety, New Vork.................. 91,895 14,358 oe + ee ea <a 
Central west Casualty, Detroit... 2.06 s.c0055.- Rr RS ec: 97 ,928 18,796 eee, ee en ewe 212,030 91,681 
Columbia Casualty, New York............. ee 245,806 44,693 172,841 52.105 221,256 83,877 538,589 231660 
Commercial Casualty, Newark................ 480,302 156,554 475,432 147,220 272,194 108,602 968,978 381,867 
PumccuaeniiiNeantimiee: HUUBOSINIIG cis ce ck kcaccin 6 (Ceklaen  Giaeneene Silegieewe  Meceeemees  Neeweleiea!  lralmaeraenrs 278,104 112,230 
Connecticut Plate Glass, Torrington....... Soni = ahaa C2GR. tcekeces | _ailaceiae> tonal yi: 
Continental Casualty, Hammond.......... 546,686 109,282 77,250 330,838 112,672 775,690 283.737 
Detroit Fidelity & Surety, Detroit.......... 1,134,533 POGE,  aiscress | 2eceecey  dezaegeae. Cociedee |) cee : 
Eagle Indemnity, New York.............. 326,098 99,043 45,272 145,151 71,127 272,014 94,804 
Employers Casualty, Dallas.............. 534 36,315 wecgiicam | Sotetiesen  sieisecciael  senaedae 33,605 12.358 
Employers Indemnity, Kansas City, Mo.............. 167,212 58,502 299,871 67,364 120,464 50,611 205,742 65,720 
Vanitable Surety, N€W Vote. oc... cscs ce ccepce 480,684 7 AO ES eS a eee Soveds,  \sadgagaes gage mae ‘ 
Eureka Casualty, Philadelphia................ by 0.) a 1,295 10 WAR «See 11,825 "9 997 
Watches CasUaley, £08 AUBCIES cise ekitleceercaters eabliteeioe -Sepeene 9 (#Sinelgeiie Leedwitesig sisid nase | aatueetan 3,783 7 46 
Federal Surety, Davenport............... 326,530 180,639 47,449 13,403 12,465 89,189 24 006 
Fidelity & Casualty, New York.,.......... 1,601.574 704,127 949,586 272,061 594,619 1,741,431 704'523 
Fidelity & Deposit, New York........... 6,623,156 RAGtedeee 4 Skeccans’ | | aecenons GERI avenues : 
Fidelity Union Casualty, Dallas......... 6g, cae 58,901 ioe 0 (te 110,439 
General Casualty Co. of America, Seattle. 11,426 1,097 9,529 Oe. “secede | ( ywarta 64,438 
General Casualty & Surety, Detroit...... 123,955 98,567 106,714 39,544 312 —940 92,780 
Georgia Casualty, Atlanta.............. pedi, —-Weeeoare 380,418 149,185 63,995 65,061 547,839 
Globe Indemnity, Newark.............. 2,292,503 626,584 613,193 172,540 1,195,004 452,829 1,554,211 
Great American Casualty, Chicago........ eee  Thiatetaneas 10,118 1,953 2,991 | bt eA oe 
Hartford Accident & Indemnity, Hartford 2,505,289 434,409 600,191 178,891 1,440,629 569,716 1,960,007 
mamteve Cosinity. DOR MIOMOCS i. eee cece eenieige sw  Soeilegiis “Smet  PAisactamen #“Sewegecel  « seaswamel " cemersean, 36,597 
Home Accident, Fordyce......... Sa ease Cer Keres 25,258 200 3,597 108 4,602 146 147,737 
Re HIKE GARE EGRIMMOLOR CEI O Ss cc te ene 8 eecncceee,  tetaisrmalets 15,836 Se, 0 ck evickween. « Cxetageae |. “aoe 
Hudson Casualty, Jersey City PLGA esac 9 aeameness —wasanues 7,108 (2 |: ee a ah 61,784 
Heacin WOtor GASUGiLY,. SUIINMNOIG. Fils. ccnccccceese 8  Bsecewee:  <eseewe “Sewename é§ _siiseneet 25,683 5,734 32,785 
Iman Bonding, South Bendis... 5... 06+. cern wes cess Ute, waideens SER “leeaeeeaes | ietemretaareae acerca cereennnnEeeeeen we 
feettity Of. OF AAnONCe, Ot. TAMUSS ce eee cnc cee Seinens Kalecreeme ie sieaee ee i er Dae Pr ore 198,948 73.748 
Indemnity Ins. Co. of N. A., Philadelphia.......... ont 857,533 146,284 294,145 94,681 57 2,892 243,419 1,063,073 422 357 
Independence Indemnity, Philadelphia................. 1,040,904 181,692 132,693 38,030 421,709 163,831 511,009 188,707 
International Fidelity, Jersey City........ ccc seecseeee 20,572 ERE setnns 8 adiwceds “sideiedes  eetecigseu ~“lencetane =n 
International Indemmity, LOG Angeles. ccc. cekccccsees 8 ewicineeee eleva geese 100,101 3. | i eae 358,624 115,630 
Kansas Bankers Surety, Topeka..............-.05- 28,148 0,086 8 = dsrwnce >) (J saewenee  tewiemesal uancatye sacs Sa ol ee 
Lincoin Casualty, Spritignele, Io... es ences sects sees x 860 «aerate ae Sicetieintg Saver aiavaieye ete 176,574 48.714 
RISHE Ate Cette, INGWE MOEN 6a css 06 sid sne's satin semeeres é ececea ts 1,062,716 See” ““Saladlngen Pree Pee aa 
London & Lancashire Indemnity, Hartford. ............. 104,625 123,988 34,044 134,494 50,790 369,107 138,367 
Mamsgcnunetis Pinte Oinee TOMtOW, coicccececcesnneeenex  @eseemen .  clemeigwmes 106,493 28,795 seeceees neuen. leu gene ae 
Marviatia Castialty, Hattimere. ... <<< cécccew sie sinse ences 593,277 729,505 226,841 1,456,181 631,955 1,834,164 793,815 
Massachusetts Bonding & Insurance, Boston............. 263,195 428,791 129,087 520,003 211,245 534,746 207 678 
Metropolitan Casualty, New Vork..........ccecccvsvecsees 209,918 1,150,621 351,916 363,506 83,271 412,351 141.034 
Michigan Employees Casualty, Lansing..............0000  terecces «veneer ee «ve eee eee we eee e ee ewe e ee te we wees 35,488 8.401 
PEE UAGRN OHUCE. TOMAR ois... o. 5b o.0e sms ose ween eeese 92,421 9,170 GEE) fcaneideae, —eaowdeke: Oo) eee 190 
National Automobile, Los Angeles..............-.see00: UI, xtiewen (0 keeway  vassteestes kates SASS eee 4,887 408 
PERSUIAL OUEOED. INOW WOE as pos a.6..ccres ce cscs sc aeceee 5,563,441 Reeeeee =. Sk emacs. ) “Seleweneee 1,679,808 OCEGGE - kcusnaee, see 
National Union Indemnity, Pittsburgh................6.0 0 ee eens vases ~ -aneatiena >) @temedaee | sttreacesced nN Snnyare 3,435 BY. 
mutase Vrideninsre, CHNGNH as. 6 4.004 cc caacieacelewaeinel 4 wsenewael“) Jelieeninews” Gelewuenmmacn Uleseecaee | oxecasggen NNNtettnaess 31,716 8,065 
Nevada Surety G Bonding, Rend... .sccc.vcescesecceces 8,687 wesw eee siecwaialeee «Sigua s seemae> |) ~ ewiwiacean gel gen 
New Amsterdam Casualty, Baltimore................-4+ 1,425,632 477,540 155,483 624,274 277,439 860,521 354,536 
NEM COUCITS COSUHICD CHICEEG.. cc. ccecceccadvedevcwee Sieecrats 112,161 23,408 SSeeeee isatvay = ecwentun ater aera 
TUE POV CASUBICY, INGU WORE «566s cc kccc eens secs users 3,500 wera wae 1,354,884 407,079 17,713 1,945 42,915 3,028 
New York Indemmity, New York... 0.06000 sccceneusee's 172,240 56,646 278,163 113,185 321,705 340,477 650,880 373,320 
New Jersey Fidelity & Plate Glass, Newark............-. 215,547 16,412 705,750 233,958 455,783 153,799 282,669 117,934 
Northwestern Casualty & Surety, Milwaukee............ 96,191 80,259 __ 319 ae |) oer 104,178 88,232 
Norwich Union Indemnity, New York............+.2.0+ See ers 131,772 38,013 118,843 59,297 338,929 147,033 
Rae Cantiniie. ELaimaitgiins (210 co cc cos weeds eiarenre nese 87,999 76,449 31,763 5,080 206 206,341 57,184 
Oregon Surety & Casualty, Portland, Ore..............+. 40,288 4,803 EAE = ss ewewnces “Seansteee 36,499 16,908 
penine binminuedd. Lat MANGOES 265. cc sce c tise beanee  aeieiediecs PT eee cree 56,207 OG ose Soe 
BUDMIIXTMUBEAITY, INOUE VOLE... gcc ccccicclendgeccleseee § Satveacs 73,260 18,496 99,376 37,335 254,735 98,869 
Peereecedt Accidente, NEW GER «. « occceies Lees cscs sence 235,615 Reha | 1 neean 364,126 196,295 649,353 229,524 
mepdouc Cacualty, PICsniegle: ..c5 <0 s0 o's oss ceed scislene's 126,097 148,185 73,527 62,180 38,541 316,923 205,942 
Royal Indemmity, New. VOtk....0.6..ce60ce+sawecctenees 1,365,535 451,116 137,820 958,889 486,289 1,340,559 523,951 
Security Ins, Co. of. California, San Francisco.............05 ee eedeees tee ew eens 31,257 TORIES nctcacewa,. “Sdaennent 109,428 33,396 
Merern-CONUBItW, AIGCAMUTIE. . sc ccc cece Kkceleneeosss i Seeeseee vekemens ah "aed ; COM ee 43,505 19,867 
Southern Surety, Des Moines...........0.ceeeeeeees 3,180,025 1,170,309 32,085 41,844 70,175 22,494 261,879 106,298 
Standard DCGHICDE, PIMTNOIE. cc ckccs cs cecetrertccasee ces 1,581,726 162,025 237,713 65,338 307,226 119,861 1,209,910 498,064 
RUERCeRINICG. WAM WOE. 1c 6. sco v.8's Koco iawevace cones 185,359 109,668 56,358 14,814 90,324 25,306 242,561 111,713 
Maneelers Indemstity MMatttardne 05 ecsnccaccsonwede “Seeeeeideh ~S/iemeees 921,979 240,394 2,339,783 852,422 5,052,907 2,098,998 
Union Automobile, Los Angeles. .......0.+eeeeceeeeeees ocean ees eaeengs oc aie alae etna os eeeeses ees eeeee 522,055 149,085 
Union Indemnity, New Orleans...........0--eeeeecere 1,737,809 396,319 375,145 123,236 770,353 278,185 538,701 219,149 
United States Casualty, New York. .......0.e..e-eeeees eae ene ~ 270,070 124,697 284,807 140,563 794,905 299,420 
United States Fidelity & Guaranty, Baltimore........... 6,421,491 1,565,516 866,373 281,976 1,852,331 753,151 2,251,165 1,032,311 
United States Guarantee, New York.........0.00cee eee 243,394 | ere re oe 223,094 ISGP) ltl eveesaes 8686=—_s Wa ce 
United States Plate Glass, Philadelphia........20-csese+ sevcccee «ee eevee 67,062 yi: 7 |) Sr ne eos ee eo ee eS 
Western Automobile Casualty, Fort Scott.........0ce+0+ evceesee ev anes Ce Coo 2: 23,392 335 
Western Surety, Sioux Halls, i. .... 6000-05 e0ese0008 66,984 VY (- a 777 537 19,759 5,374 
ki Totals, American Stock CRRMARIOR 656: atick-c8N cece 55,790,150 14,498,433 16,108,617 4,832,776 25,525,814 10,081,395 35,618,734 14,488,498. 


(Continued on page 21) 
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BANKERS INDEMNITY 


INSURANCE COMPANY 


Newark, N. J. 

















| (BANNERS INDEMNITY] 
| INSURANCE COMPANY | 
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Telephone 





Commerce 
Street Mulberry 
Newark 6467 














This company, organized recently with a capital of $500,000.00 and a surplus of $1,000,000.00, is now prepared 
to write NEW JERSEY BUSINESS for the following lines: 


Automobile and Property Damage Liability Manufacturers and Contractors Public Liability 
Automobile Collision (Deductible) and Plate Glass Owners, Landlords and Tenants Liability 
Workmen’s Compensation Teams Liability 


Plate Glass 
At a later date we will write: 
Burglary Accident and Health Surety Bonds 
Public Liability. Minimum Standard Limits $7,500 and $15,000 


Property Damage, $1,500 
NO ADDITIONAL PREMIUM CHARGE 


BETTER PROTECTION—“We Hold You Safe” 


We invite applications for Agencies in the States of New Jersey, 
Massachusetts, Rhode Island, Connecticut, Pennsylvania, Ohio, 
Delaware, Maryland, Virginia and District of Columbia. 


Frederick E. Wilkens, Vice-Pres. and General Mgr. Charles A. Morlock, Underwriting 
John F. Clark, Comptroller M. A. Broderick, Claims 
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RESULTS OF CASUALTY LINES IN 1925 
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SURETY PLATE GLASS - M — 
eek ne een a Ee ne eee ee ee 
United States Branches of Foreign Companies 43,837 13,713 
GC PMU... c.oceucaceacssvessackeess. ‘Keeps ° SeAiege amie <i Oe yee , 
Gat See abit, Rates Ra eI ao ate a Abele ew re aera = dian 328,933 109,580 ‘ — , —_ Leos mae 
1 Reinsurance, New York..........+00+- 423, [Ae 2 86 Geecsens seeames ,262, 08% 098, ¢ 
| ma 9 y berm Fire, Life, ema ee aca tcaioas. “iaadmee  yeceues 165,431 47,040 233,892 86, 1,064,446 — 
Guarantee Co. of N. A., Montreal... .....-.-eeeeeeeeeee 65,034 FIOGIE  kcedecces  -ewvecs, Teedydene  SeiSECey Se 
5 403,969 
London Guarantee & Accident, New York........+.-++++ 64,206 559,965 137,920 49,258 er is 1 prilpes 510,358 
Ocean Accident & Guarantee, New York............++++ 94,810 29,060 379,559 112,723 oO aod eT eos 1086-416 408,097 
Zurich General Accident & Liability, Chicago..........-. 0 eeeeeees te teeeee 202,188 58,753 ,504 , , 
aay er a . 2,743,663 
Totals, U. S. Branches of Foreign Companies........ 679,953 1,114,635 1,214,031 377,354 4,815,757 2,133,198 6,333,655 
Reinsurance Companies OM weds 
American Reinsurance, Philadelphia. .........+.++ee00+ Mie sedan. UW adewundeon | eucodens Be Bon cneieoees 
First Reinsurance, Hartford. ............:eceeeccesceece 215 FOI ikeecce §«=©6— se earwe we ease 50-731 5.326 1,461 
General Reinsurance, New York .........ceeeeeesesceee 820,381 FIGREE- —ccetsces wencnees , \ Sa , 
aac —_—— Se ‘ 1,461 
Totals, Reinsurance Companies...........0.0++0008 821,086 DTT. re a or cc 255,170 136,219 8,040 
Stock Companies on Cooperative Plan 96,050 23,488 
Maunfacturetre Castiaity, PRIAdeIDIIG.....2:c.ceccicecss  cevedses  Seeccsion- ceeeceiee)  escermee mes hee 304 141'550 77,566 
Manufacturers Liability, Jersey City............... seomesy — vieisiwietetwem . -kemieteteeeer os Nisieitcimena meters sas 266 217,079 129'727 
Pennsylvania Mfrs. Association Casualty, Philadelphia.... 9 «--- e005 ce eeeeee ce teeeee —_oseeeesse sees 
ae a ‘ 454,679 230,781 
Totals, Stock Companies on Cooperative Plan....... 00 seeeeeee tee eeeee te eteeee tees sete 266 _304 
Grand Totals is ucedd ces acca ncaa mores acta. ‘ 57,290,829 15,897,531 17,322,648 5,210,130 30,596,475 12,351,116 42,415,108 17,464,403 


*Does not include investigation and adjustment of claims, 


Transactions of Casualty, 


NAME AND LOCATION OF COMPANY 


American Stock Companies 


Aetna Casualty & Surety, Hartford.............-2--e08: 


Pane EAP EAMUSION So osc ci osc nceens oi 
American Casualty, Reading............ 


American Employers, Boston..........-.--++seceeeeee 


American Fidelity, Montpelier.......... 


American Guaranty, Columbus..............+-- 


American Indemnity, Galveston.............+-- 


American Liability, Cincinnati..............--- 


American Surety, New York...... 
Associated Industries, San Francisco... . 


Atlantic Surety, Raleigh 
ales CURUAIEW CMIOROR, 8. a. ce oles cerns cease 
Capital City Surety, New Vork...........-.+5+ 
Central West Casualty, Detroit..............-- 
Columbia Casualty, New York.............--+55 
Commercial Casualty, Newark............00055 
Commonwealth Casualty, Philadelphia.......... 
Continental Casualty, Hammond......... 
Detroit Fidelity & Surety, Detroit........ 
Eagle Indemnity, New York 


Federal Surety, Davenport. ..........-2000005: 
Fidelity and Casualty, New York.........------ 
Fidelity & Deposit, Baltimore..........--- 
Fidelity Union Casualty, Dallas....... 


General Casualty Co, of America, Seattle......... 


General Casualty & Surety, Detroit...........- 
Georgia Casualty, Atlanta.......0.cc0ese+ss+: 
Globe Indemnity, Newark...........65: ee 





Includes adjustment expenses. 


aFormerly the New York Plate Glass Insurance Company. 


Surety and Miscellaneous Stock Companies in Auto Liability, Liability, 
Fidelity and Workmen’s Compensation 


Hartford Accident and Indemnity, Hartford . arch 


Hawkeye Casualty, Des Moines........------ 


Mame Accidents Mord yOC exc: sicisincitiawwie des s:0 
Hudson Casualty, Jersey City..........+---> 
Illinois Motor Casualty, Springfield, Ill....... 
Inland Bonding, South Bend, Ind........--- 


Indemnity Co. of America, St. Louis........++-: 


Indemnity Ins, Co. of N. A., Philadelphia....... 


ndependence Indemni ty, Philadelphia.......... 


International Fidelity, Jersey City........-2+--- 
nternational Indemnity, Los Angeles......-.-- 
Kansas Bankers Surety, Topeka.........+-++---> 


Lincoln Casualty, Springfield, Ill. .........+-++- 
& Lancashire Indemnity, Hartford......- 


London 
faryland Casualty, Haltsmore... ..<...006088% 

Y assachusetts Ponding & Insurance, Boston. . 
fetropolitan Casualty, New York..........-.: 

Michi 
Michi 


ae k 
National Union Indemnity, Pittsburgh 


gan Employees Casualty, Lansing........----- Piireve 
michigan Surety, Lansing. ..... 00. ccscccees oar 
National Automobile, Los Angeles.......-.-+se+e+e0008% 
National Surety, New York..........-e000 e008 


Premiums 
$ 

2,769,000 

6,997,564 

512,548 

252,762 

83,059 


56,436 
35,236 
61,413 


"453,933 
1,463,698 


2,445,856 
808,197 


65,626 
734,025 


184,540 
4,701,473 
243,977 


,151 





200,201 
207,151 
344,418 
747 338 

78,670 


cn 


381,888 
258,859 
66,114 
"490,699 


2,860,572 
861,460 


"694,145 


501,720 


1,047,840 





63,214 
"8609 





Auto LIABILITY 


Losses* 


$ 
1,027,103 
2,790,290 


28,209 
42.904 
5,360 


” 165,074 
594,117 


1,140,236 
473,389 
811,300 


25,429 
168,024 


“” 80,925 
—4/397 


129,502 
475,469 
1,730,691 
2'163,028 
21,042 


” 174,363 


1,145,327 
542,709 


159,279 
355,453 
1,840,171 
620,897 
256,585 
7,801 
3,750 
280 


(Continued on 


2!I 














LIABILITY WorKMEN’S 
Premiums Losses* Premiums 
$ $ s 
77,184 20,189 11,162 
4 802,156 1,795,106 11,910,754 
23,439 9,133 90,034 
63.006 20,452 178,888 
132 52 323 
eee ieee 88,730 
“E9508 5 10 556,415 
"449.591 21.755 "450.970 
633,361 247,651 1,248,648 
840.975 493,532 1,700,564 
2 006 435 ween 2: 
465,897 246,963 1,656,054 
"176,129 66,802 "493,319 
102,617 46,210 118,784 
204.769 95,806 388,439 
“3956 320 ” 160,054 
44,298 4,864 241,473 
2,091,806 931,507 4,840,439 
43,202 "9.178 "497,072 
42.018 4,602 405,521 


451,299 
1,736,579 
2,309,270 





168,234 
2,989,394 
368,510 
694,084 


92 
<o 


page 











98 


404,702 
257,682 


aS 
NSOS. 
oo 
rr) 
hr 


872,265 
5,341,708 
6,414,490 


15,142 


3,131,036 
1,799,814 


383,653 
7,694,492 
307,593 
1,227,080 


CoMPENSA’N 


Losses* 


"179.438 
739/950 


1,029,093 


307,186 


78,585 
183,167 


122,395 
2,840,504 
5,671 
371,637 


1,574,959 
929,220 


* "930,473 
4,858,739 
179,941 


497,527 


69,753 











FIDeEtity 
Premiums Losses* 
 § g 

1,597,820 505,125 
67,341 *” 30,693 
18,782 —1,010 
16,699 4,022 
19,912 1,322 
4,094,806 1,319,893 
SAGO  eceeness 
teeta ones sai 
140,563 "* 30,215 
117,365 26,673 
"114,285 “*""5 199 
77,415 18,985 
164,626 35,667 
Pee 
BORN, anaroas 
Sah. Saectns 

PIE Sranwaee 
85,073 19,053 
1,074,963 313,809 
3,892,694 1,280,837 
i ene 
12,661 52 
"965,492 "334.976 
1,092,917 269,604 
$406 oe hs cccege 
Son 8 ieee 
857,087 216,947 
197'808 38,235 
125,874 49,808 
57,530 ** "19,872 
"68,372 "4066 
1,488,369 423.990 
706,249 160,361 
184,396 37,356 
** "GS6h  kccweues 
8,059,483 9.965,090 
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NOWHERE ELSE IN THE WORLD 


Is there assembled under one roof such an array of surety talent as the NEW YORK 


INDEMNITY COMPANY has at its disposal. 


It is precisely the same talent that built the enviable reputation now enjoyed by the 
NATIONAL, THE WORLD’S LARGEST SURETY COMPANY. 


It is precisely the same talent that has developed more new forms of Suretyship than all 


other companies combined. 


It is precisely the same talent that has pointed the way to MILLIONS IN COMMIS- 


SIONS to agents. 


WE OFFER THIS UNEXCELLED SERVICE TO FIDELITY 
AND SURETY AGENTS. IF INTERESTED ADDRESS 





WM. B. JOYCE, Chairman 


115 BROADWAY 


M. O. GARNER, Prseident 


NEW YORK CITY 




















NEW YORK 
MINNEAPOLIS 


SAN FRANCISCO 
RICHMOND 


Marsh &@ McLennan 
INSURANCE 
Fire 


Liability Marine 


175 W. Jackson Blvd., Chicago 








London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 














STUYVESANT INSURANCE CO. 
OF NEW YORK 


INDUSTRIAL FIRE INSURANCE CO. 
OF AKRON, OHIO 


F ire—Automobile—Tornado— 
Sprinkler Leakage—Explosion— 


Risk and Civil Commotion 


J. S. Frelinghuysen 
INSURANCE 


111 WILLIAM STREET, NEW YORK 


Agents Wanted 
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May 13; 


*Does net incluce investigaticn and adivstment of claim. +tInclvces investigaticn and adjustment of claims. 
as presented herewith are for seven months only, company starting business on June 1, 1925. 
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RESULTS OF CASUALTY LINES IN 1925 





























aFormerly the New York Plate Glass Insurance Co. 


Auto LiaBILity LIABILITY Workmen’s CoMPENSA’N FmeE.ity 
NAME AND LOCATION OF COMPANY a RE eT Ee eee ee ee EE 
Premiums Losses * Premiums Losses* Premiums Losses* Premiums Losses* 
Nebraska Indemnity, Omaha. ..........ssceccceecccese 76,431 fae 60 CSeeeReee 8 8=©—d vealeesac. | Geedeseote, 2 waeecau® ~« eaeaueaca: | acne 
MEGEA ee SULCEY, Oe OUGINE ICCUO. wos cece scsiccitiecevewngs | pavgetnee  ## Guercean  ‘Seeeleate  syescene  caaeees ee ees it) eee ee 
New Amsterdam Pashasity, DAMUunOTe. 2... siec ec ccceeenc’s 2,431,377 930,456 1,217,092 472,161 2,426,556 1,452,513 1,161,525 391,732 
New York Casualty, New Yorka.....00000000000000000) 64,668 3,07 18,099 UT, a ee ee | baie Ue 
New York RIEMEEE SG DU WGN Mis 0:5, oo 5.0 ersce de csb ed cree e-arcrs 1,779,820 1,023,900 643,911 500,191 1,920,760 1,315,558 52,935 31,603 
New Jersey Fidelity & Plate Glass, Newark.............. 796,850 343,981 38,347 7,917 34,540 13,153 24,229 4,498 
Northwestern Casualty & Surety, Milwaukee............ 273,986 279,208 112,073 120,264 334,161 301,912 5,212 7,865 
orwich Union Indemnity, New York.................. 880:751 372/346 250,212 61,756 802/322 GE) te” Vee hii 
dihio Casualty, Hamilton. ...... 2... see scccccvcccercrens 519,411 88,515 13,152 0 wweaGens 86 “ee Se 
Oregon Surety & Casualty, Portland, Ore................ 80,371 26,716 See 0 geceweee) 8 8 8©teaandean  apeaecas 9,300 92 
Pacific Employers, Tos Angeles.............seesececeees 4,662 380 —582 Ss... a 564,204 Set) awededee 86 ea a ° 
MERGHTE INOCINNIEY, NOW OEM: 660 oe ses cictinevevesietscine 656,912 215,511 230,819 58,493 384,419 BOGE. iéccten § «=— se bins 
Preferred Accident, New York. ............. sec ceeeeeee 2,075,354 771,597 14,464 pe eee engeadens 416,459 165,407 
Republic Casualty, PI CUMNNNEE Be ie ac ike lei crane cdl wareiee olan 746,174 481,278 145,077 38,150 870,298 520,253 18,632 4,5 
Many) INGEIMMICY,- NCW VORK.. 22 6c cw cnc iscpesaicvecenss 3,880,752 1,603,580 1,286,277 470,060 3,390,970 2,223,345 1,199,962 303,514 
Security Ins. Co. of California, San Francisco............ 210,059 83,065 4,830 SA) ééicceeees. | Sieeeee. ~ Sdbeweae eee 
Security Union Casualty, Houstonb..................05. ivkadade  “RIRRAREE” cesagewue = see 463,134 ee ee roe 
Suttiern Casualty, Alexandria... 2... ccc n ccc cens cess 84,122 40,071 64,973 93,202 413,471 SE kkdecce  deedau 
GMIEESTY SUIECY, DICE INOINOG 6. oo. 6 cise ton tie ee sissecinncs 613,059 270,144 384,920 134,290 1,403,934 889,933 172,472 —2,872 
Reeder ACCIOEME, DGEIONE «oo cc a rose cosh eaewesias ccs 4,113,675 1,782,192 1,408,948 710,740 3,674,357 2,185,090 515,062 108.977 
Se TITTEIE IEW SOW cies s/c. 0 2. 0'u a'simeloieieis, 2 2.o: e's orients 760,961 342,442 95,018 111,762 236,581 170,250 41,205 3,317 
PME POUEIOINEG, COOIVERING acpi c cisetwneavencreDiunnen  Welineees ‘saeemenien | © “etemlea ee ee 368,135 Tape. 80s kadivace” savas 
Mavelees INGemauty, FIATEIOF. . 2. 06. occ ecccvcecccees 240,019 52,896 26,031 252 oO? Liaesoes daececimer | \ eae 
Weayblers INSTANCE, TIGCHIOLG. . i... 6 556 cick cnecnveceiccves 12,964,999 4,821,053 5,688,107 1,967,073 20,927,465 SSOGIOD i éwikeeRS 060i 
Union Automobile, Los Angeles..............cccccecces 928,080 FOGG kccresss seseeeen # “@denewes i seeducea coeeuiceee | Lea@aannne 
Union Indemnity, New Orleans.............c.ccccccces 1,429,908 588,020 485,310 159,973 1,238,531 751,056 278,782 83,269 
United States Casualty, New York. ...........c.-cccces 2,485,027 887,812 1,053,237 485,797 2,519,452 TO5GGGG <cwaeace 00cm 
United States Fidelity & Guaranty, Baltimore........... 5,936,406 2,225,230 3,860,856 1,854,757 9,647,249 6,025,605 3,402,897 1,242,270 
United States Guarantee, New York................004. 475,914 Dates 8 kaceeece. “Seeereced i  “aeBedaas - losaaes ours 298,039 97,839 
Western Automobile Casualty, Ft. Scott................. 100,143 4000 kiieseas, “Saledeces j.sacadewa oo Stetweeh  ““@onaeue sac 4 
ENNUNSD SHNUCEG. SAORI GIN 6 nie oi oad So Raceelgiaike sees 40,198 6,076 3,283 760 146,078 51,730 SESER dewey ° 
Totals, American Stock Companies............... 96,812,406 37,145,679 37,776,918 15.765,586 104,503,949 62,539,717 32,860,599 10,543,129 
United States Branches of Foreign Companies 
Nar CCRT INCU OR i 5a e «oy ioig. 0 015 vie sig Unie reralai tana 109,760 TOA ccsast 06 ehmeegee 8 _sedeseee  —remetaas eesecsee comeames 
Teplovers Liaminty, BORO... co ok ean ccwses cosas 4,364,621 1,675,012 3,078,272 1,498,329 9,639,622 5,642,111 203,586 46,543 
European General Reinsurance, New York.............. 504,730 82,512 352,856 37,496 ie | Orr 499,280 315,754 
General Accident, Fire and Life, Philadelphia............ 4,519,715 2,168,822 1,071,837 481,994 3,936,969 PAGE RGe.-  eeeunee  “denmnuee 
ereraritee CO. Ol IW, A MROMUIORL. .acaiacagidesceeaee  sensacecd- ecaeedpa # Sveeeste. “esdeeeeae # s@agweeer=> "saaraaea 178,845 +33,900 
London Guarantee & Accident, New York............... 2,359,924 1,301,488 1,338,306 688,082 5,281,404 3,698,308 52,261 167,013 
Ocean Accident & Guarantee, New York................ 3,235,849 1,304,196 2,205,243 936,316 5,315,732 3,531,410 276,710 89,652 
Zurich General Accident & Liability Chicago............. 3,525,623 1,178,037 1,797,402 541,999 4,397,316 2,621,516 aged aaa oteduwea 
Totals, U. S. Branches of Foreign Companies....... 18,620,222 7,728,467 9,843,916 4,184,216 28,588,436 17,680,884 1,210,682 652,862 
Reinsurance Companies 
American Reinsurance, Philadelphia.................... 627,102 207,148 175,534 72,444 150,585 —4,246 —— i ~“ssipedes 
Rt PUTO UR TRIOE, RUUCEINEES 5 55-5 a6. 4 toa viscov 62sec Kaine, ">. ©. laelemmucers Wevenee. » the peee  eeeHeene. @aamesian i ssmcwaed 376 32,247 
General Memmeurance, NEW Vork. ... cc ccccccceccdecceses 700,609 112,542 137,327 12,984 773,926 253,745 284,479 33,598 
Totals, Reinsurance Companies................- 1,327,711 319,690 312,861 85,428 924,511 249,499 284,825 65,845 
Stock Companies on Cooperative Plan 
Manufacture Casuakty, Philadelphia.................... 247,755 64,879 20,720 6,110 242,814 i eer ce eer co . 
Manufacturers Liability, Jersey City..................4. 555,604 229,411 171,729 29,247 624,787 SGRIee 0 ksiccncoe-  “daneeeea 
New Jersey Manufacturers Casualty, Trenton............ 256,736 110,814 99,252 25,679 1,662,505 | eee “<4 aleeedna 
Pennsylvania Mfrs. Ass’n Casualty, Philadelphia......... 489,744 193,733 221,223 54,363 3,265,316 GQ Ci kveeeeee  Yeuucenan 
Totals, Stock Companies on Cooperative Plan...... 1,549,839 598,837 512,924 115,399 5,795,422 SEGRE -  -éceensae, _ ateuenut 
iio hee cede hates hs ey ia 118,310,178 45,792,673 48,446,619 20,150,629 139,812,318 84,040,320 34,356,106 11,261,836 
~ Sinsedesten ve bStatistics 


























The Field for Accident 


Bankers and economists, commenting on 
business conditions and on probable develop- 
ments during the remainder of 1926, touch at 
some length upon a matter closely related to 
accident and health insurance. 

All these business analysts agree that eco- 
fomic conditions are exceedingly favorable and 
Almost without excep- 


tion, however, they comment upon a_ business 


likely to continue so. 

















Practice which, if its further development is 
not confined to conservative bounds, may be at- 
tended with real danger. 

The practice referred to is that of install- 
ment buyine—partial payment plans—buying 
from income rather than out of capital. 

_ Automobiles, pianos, radios, clothing, wash- 
ing machines, real estate—these and a long list 
of other things, are purchased on the theory 
that the country is prosperous, that business is 





and Health Insurance 


good and that these accumulated obligations 
can be met out of future income. 

Those who accept and apply this theory, 
however, should give serious thought to the 
question, “Upon what does that future income 
Obviously, it depends upon future 
earning capacity. Earning capacity, in turn, is 
subject to the unescapable hazards of accident 
and illness. And accident and sickness statis- 
ties supplv abundant evidence as to the serious- 


depend ?” 


ness of these hazards. 

Even if installment buying had not reached 
its present large proportions, the safeguard- 
ing of earning power by adequate accident and 
health insurance would be of vital importance 
to all those whose earning capacity supplies the 
income to meet their own needs and those of 
their dependents. The increase of partial pay- 
whether 


23 


buying, wise or otherwise, 


ment 


merely emphasizes the universal need for ac- 
cident and health insurance and gives every ac- 
cident and health solicitor another sound rea- 
son for feeling that he is rendering a real ser- 
vice to those whose income he protects. 

To make a man recognize the fundamental 
importance of safeguarding his income with 
adequate disability insurance, or in any event 
with a substantial amount of accident insur- 
ance, admittedly calls for salesmanship. Real 
earnestness of purpose must be back of any at- 
tempt to make one’s fellow man realize that he 
is resting in a false sense of security if he takes 
indefinite continuance of his 
earning capacity. Yet the rewards, both di- 
rect and indirect, from accomplishing that task 
are such as to make the effort distinctly worth 
while. And it is significant that the field of 
accident and health insurance is not only being 
more vigorously cultivated by established cas- 
ualty and life agents but is also being chosen 


for granted the 
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COMMONWEALTH 


CASUALTY COMPANY 


Oldest Philadelphia 
Casualty Company 


AUTOMOBILE and TEAMS Insurance 
PLATE GLASS Insurance 
ACCIDENT and HEALTH Insurance 


No Other Lines— Best Policies — Lowest Rates 


Up-to-the Minute Service. 


H. C. STEWART, 
President 


Constantly Increasing Busi- 
ness and Financial Strength 


We Solicit Your Business 





ee 


—| 


E. W. COOK, 
V. Pres. & Gen’l Mgr. 


























Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


FOR 


RAIN INSURANCE 


OHIO MILLERS 
MUTUAL FIRE INS. CO. 


Canton, Ohio 


ASSETS $800,000 


Surplus $400,000 


ALL FORMS 





EXCESS COMPENSATION 
CASUALTY COVERS 


Security Mutual Casualty Co. 


OF CHICAGO 


Assets $7,643,424 
Surplus $2,410,000 


Surplus and Reserve $6,862,460 


STRONGEST CASUALTY 
COMPANY IN AMERICA 
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Necklace 
50,000 Years Old 


Owned by 
LOGAN MUSEUM 
Beloit College, Beloit, Wisconsin 








Beads comprising neck- 
lace made of ivory, deer 
antlers and polished 
stone—probably strung 
on vegetable fibre or ten- 
don of animal — found 
in a cave in Southern 
France. Believed to have 
been fashioned during 
the fourth glacial period 
in Europe, fixing age 
about 50,000 years. 













Is [t Insured ? 


JEWELRY Insured against Loss of 
Any Kind ~ Any Time ~ Any Where 
Coverage is “All Risks in All Situations” 





A. F. SHAW & COMPANY 






Insurance Exchange 


Chicago, Ill. 


ees Agents - All Risks" Department 
Phe 
faint? Fire & Marine Insurance Co. 
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4s a logical and lucrative starting point by 
those who are entering the insurance business. 
The steadily increasing volume of accident 
and health insurance is substantial evidence 
that the advantages and importance of acci- 
dent and health insurance are becoming bet- 
ter understood by the American public. Large 

as this volume is, however, it represents but a 
small part of the potential market. Recent 
estimates are that only one-thirty-third of the 
insurable risks in this country have been cov- 
ered with this form of personal protection. 
With thirty-two thirty-thirds still uninsured 
there is indeed a wide and fertile field to be 
developed by those agents who wisely devote 
real time and effort to the protection of income. 

There are few things in which any man is 
more vitally interested than the income upon 
which depends the fulfillment of his future 
plans for himself and his dependents. It is 
one of the most personal subjects which could 
be brought up for discussion. This very fact 
gives the accident and health agent a tremend- 
ously effective point of contact. Whereas au- 
tomobile insurance can be sold only to those 
who have automobiles, fire insurance only to 
property Owners, compensation insurance only 
to employers, and so on, accident and health 
insurance can be sold at any time of the year, 
to that vast number of those who depend upon 
continued income to meet continuing obliga- 
tions and who, even if their incomes were to 
continue over prolonged periods of disability, 
would welcome checks which would defray the 
additional expenses which always attend dis- 
ability from accident or illness. 

Occupying a prominent place on the list of 
those who, especially at this time of the year, 
can be made to recognize the vital importance 
of accident insurance are automobile owners. 
Despite all that has been said and written on 
this point, a very large number of agents over- 
look their opportunities in this field. To this 
list you can add the names of those whom you 
favor with your patronage—your lawyer, doc- 
tor, dentist, and all the tradespeople who have 
your name on their books. To solicit at least 
eight or ten such prospects every day will 
bring you the same substantial accident and 
health commission income which it has brought 
to other agents who have followed and still 
follow this plan. 

—The 4tna-izer. 


Service the Key to Farm Insurance 
Business 


(Concluded from page 9) 


and devices, and the installation thereof, as 
recommended by the Underwriters Labora- 
tories, and further, the exercise of ordinary 
care and intelligence in the handling of gaso- 
line and other inflammable fluids; the storage 
of gasoline automobiles and tractors in build- 
Ings especially built for that purpose and lo- 
cated a safe distance from barns and dwellings. 

Farm business is not for the agent who pre- 
fers the office to the open road, but to the lat- 
ter the days spent calling on his farmer friends 
are productive of pleasure and a fair measure 
of remuneration. 
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PREMIUMS AND LOSSES IN 1925 IN IMPORTANT LINES 


Transactions of Leading Companies in Motor Vehicle, Tornado, Hail and Sprinkler Leakage Insurance, 
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‘ MOTOR SPRINKLER 
COMPANY VEHICLE TORNADO HAIL LEAKAGE 
American Stock Companies Premiums Losses Premiums Losses Premiums Losses Premiums Losses 
Aetna, Hartford............ $2,027,029 $1,013,212 $1,741,764 $460,350 $514,095 $336,863 $37,980 $18,394 
Agricultural, Watertown..... 682,681 319,649 164,229 GME) saesca © = enaade 8,007 3,040 
Albany, Athaty..... cc scccce 49,796 13,173 11,699 Feu “‘evncen » Steess 144 121 
Allemannia Fire, Pittsburgh. . 65,364 11,925 74,064 TOE dctsen ““eaaann 3,528 241 
Alliance, Philadelphia........ 285,092 114,272 146,152 30,134 ier ee 6,357 867 
American, Newark.......... 1,223,691 651,936 1,209,842 408,954 120,769 73,854 13,216 8,790 
American Alliance, N. Y..... 5,185 350 31,961 REGENT) Savaxe | “<aeens 4,266 806 
American & Foreign, N. VY... 24,787 18,170 Sere oe eee ” 560 292 
American Aste. St Lowe::.. OG NOG 26e SAIN AIe c2.5 > cusdae —Mdecee  naaae. wawdee pelo 
American Central, St. Louis. . 456,435 277,404 347,032 Seene Snesen -eeces 1,319 547 
American Eagle Fire, N. Y... 384,659 128,696 324,634 102,583 91,032 52,851 10,562 4,511 
American Equitable, N. Y.... 3,542 3,129 44,159 2,840 OE cveces 13,718 7,971 
American General, Chicago... ...... ...... 7,678 Ge «iddced. “wiwaee “aaa eee 
American National, Columbus 46,963 22,311 6,087 Sei ~ iseecm. ““shawae 704 59 
Aperieae Une Ne eck twee | ls ew eee 10,343 1,864 See “sapere 206 2 
Assur, Co. of Amer., N. VY... . 375, 127,444 9,998 SO 3 ketaké 8 0 ecevecen  Gadace eee 
Atlantic Fire, Raleigh........ 3,352 BGR: 0 oot | eaeeee <aeeene <sdewea  Sineenaly aaa 
Atwood Fire, N. Y.......... 6,678 893 ENO) civene catediwe <easmen I. ‘enema 
Automobile, Hartford........ *6,789,209 2,229,804 183,237 135,279 884,680 646,608 53,558 56,369 
Baltimore American, N.Y... 59,051 17,937 19,734 3,442 991 66: 2,474 2: 
Bankers Fire, Durham....... LS ees O*> jesccim aeecmer  ailedace. @aaeetanneaaaree a 
Bankers & Mchts., Jackson... 27,039 19,664 21,906 SE facade § -agons —HG lk cces P 
Bankers & Shippers, N. Y.... 1,708,309 801,103 55,830 50,059 ree ree 5,880 1,425 
Boston, Boston. ........... Ke 913,673 406,725 195,524 63,784 2,696 530 9,697 3,140 
RR EE eaaccvewe  breave awawes 48,873 Ci atéage  ‘wealewet . jeatlane cau 
Caledonian-Amer., Hartford...  ......  ...... 6,822 See Sccess 49 
California, San Francisco..... 226,852 90,367 45,703 9,503 70 4,217 2,869 
Camden, Camden........... 453,961 201,259 335,474 104,485 27,481 8,094 1,884 
Central Mire, Balfimore...... 0  .sescs  seenes 13,339 5,606 7,299 | ere ‘ 
Central Mfrs. Mut., Van Wert 465,795 150,898 10,495 an. ~xdeene coe = eee see eer 
Chicago F, & M., Chicago... . 267,367 162,586 71,337 SAG OC Kaxard - <aeeane 9,945 6,324 
CUE: SOTA cccccceess  <enecde ekante 34,229 7 -.. re ° 1,951 77 
City of New York........... 537,272 315,948 64,679 SnUGE <“«tacue- eae eee 13,207 10,101 
CONTE sb corn caawennens 28,330 9,15y 8,059 Jt. | ree tue 15 108 
Columbia, Jersey City....... 98,788 49,413 27,101 7,020 27,599 13,453 5,327 2,078 
Columbia, Dayton, O....,... 27,637 5,518 12,575 183 16 11 10 oe 
Columbian Nat’l, Lansing.... 75 235 47,331 TGS” xétccs. “scans * —360 418 
Commerce, Glens Falls, N. Y. 207,227 73,160 25,536 Se. = séxewas.’ —wadawe 2,117 991 
Commercial Union, N, Y..... 232,859 112,549 76,441 22,649 4,720 7,740 1,203 4,156 
Commonwealth, N. Y....... 566,580 248,717 119,583 60,103 12,626 5,963 20,484 9,653 
Concordia, Milwaukee. .cccc:  cceses _covcce 192,849 wl, eer i. aca 1,110 2 
Connecticut, Hartford....... 384,193 172,484 190,439 208,255 208,681 150,064 16,481 15,138 
Continental, N. Y..... eeoeee 1,923,295 643,616 1,622,819 530,914 455,161 264,255 52,809 22,554 
County, Philadelphia........ 38,096 aal8,602 20,884 aa2,309 aucune waar 1,203 152 
OGG Te Wisc cwececcase 8,549 543 11,023 fh: nie e 6 S eae 2,456 390 
Detiet Fo MM .. Deli. ccs le eke 59,511 GBEE? . Keucua  sdiuees 976 427 
Detsost Nat} Five, Detrit...  ceects 8 9 dcenec 6,259 WOE . weaauel. “khdaes 506 311 
Dixie Fire, Greensboro....... 178,792 59,818 19,300 3,626 7,470 10,234 | ere 
Dubuque F. & M., Dubuque.. ...... ws eee 114,111 GEGEe) (6 ¢écace §8=©6 aden ° “evgeane! aan 
Hagie Fire, Ne Woe easdcenwe 31,553 12,557 18,300 RG) «stkem Yveageas 164 27 
East & West, New Haven.... ..s022 as eeese 33,584 Cie cétecds <<Gatsees “ecueeaeeaneel 
Employers’ Fire, Boston..... 472,906 246,423 20,599 3,386 3,419 3,368 3,288 504 
Equitable Fire, Charleston... ner Oe 4,052 i LEN Sn 822 222 
Equitable F. & M., Providence 110,320 30,414 176,800 38,608 44,685 29,953 1,069 3,068 
Eureka-Security F. & M., Cinn 146,405 72,071 56,543 NE, iakeers 6 aera 422 261 
Excelsior, Syracuse.......... 4,107 18 > wéiewee®  <eeaee°  ~withetadul |) “wane eee 
Farmers, York, Pa........2. i ere 6,864 al cade@eaw, ‘eudaad 992 555 
Federal, Jersey City......... 1,704,482 673,504 —65,447 CO icunacn veaodue —3,641 292 
Federal Union, Chicago...... 84,422 24,597 62,590 11,073 4,987 2,654 2,570 450 
Fidelity, Sumtet........ccccce- 34,262 150 5,088 SE: tetdet.« °Sanadan ) sents 
Fidelity-Phenix, N. Y........ 1,538,636 514,785 1,298,536 442,285 364,129 211,404 42,247 18,043 
Fidelity Union, Dallas....... 483,920 176,381 31,196 BEE Gnecet. senace  ‘SRuaeee Beene 
Fire Association, Phila....... 400,147 172,414 275,573 Tt) “canaas. = § Sanwaea 3,979 5,627 
Firemans Fund, San Fran.... 3,665,576 = 1,855.673 536,075 TREE stondel «“nesnes 8 871 2.460 
Firemens, Newark........... 648,836 269 602 324,222 74,416 52,727 58,010 3,284 3,889 
First American, N. Y........ 39,786 13,114 598 DMG). %aeawel  . duane A ie” wkelaan 
Franklin, Philadelphia....... 825,512 473,494 109,584 pa mn ee 17,511 14,122 
Franklin National, N. Y..... SO wacteas (Ere S- ‘caaas M- cLidewe 
Gen’l Ins. Co. of Am., Seattle. 279,256 135,607 26,988 2,461 aiec eee. “cermeauan ye 
Geo. Washington, Greensboro. ......  ....ee. 6,010 ORE  édccas | “awusna  “Saegee | caaueee 
Georgia Home, Columbus.... = ..0202 0 0 secces 8.814 2,477 ee |. saimeatae 531 219 
Ging SeMe, Pie ssccce  eeewne wkend GGG IRONED. iets coe 582 6 
Glens Falls, Glen Falls....... 865,351 422,801 278,421 65,544 196,664 76,198 12,852 9,616 
Globe. PION. ccc ceses . cevvee  suenes 1,453 26,585 <eonee .ceeann>  <‘awescnall iy sane 
Globe & Rutgers, N. Y...... *1,988,433 1,229,214 468,774 192,394 622,080 658,687 17,549 15,571 
ranite State, Portsmouth... 17,602 8,616 25,898 Se) cenane.  -daewee 506 311 
ao American, N. Y....... 1,095,072 618,755 823,413 322,953 753,415 360,284 30,895 7,141 
Great Lakes, Chicago.:...... 56,612 28,968 12,339 Sa 0 kkewese 8 8=©«‘ececa  saneaa.) cau 
Greensboro Fire, Greensboro... ......  ....+- 5,284 39 écnue! “= jaweedes / wan ose) “eemaan 
Hamilton, N. Y.........-.+. 105,28 37,709 7,697 SE) 0S baanke—anankd 8,589 1,228 
Hampton Roads F, & M., N’filk 151 180 6,372 Se 0 tewene 86=— ss 480 235 
Hanover, New York......... 607,184 253,250 240,993 BREE ...caewee) 2 iwawane 1,450 890 
Hartford, Hartford.......... *3,813,075 *1,620,838 3,572,752 1,147,090 3,599,726 2,207,287 190,108 72,097 
Home F. & M., San Fran.... —...... 1,008 57,945 CO Per re eee 1,651 1,058 
RG cece cas eous suas 4,090,659 2,289,770 2,210,890 1,112,247 2,181,366 1,411,511 237,195 132,187 
me Fire, Ark........-..++ 168,094 58,303 96,560 32,415 ...... sess. vedaca | aeetee 
er Me oo oes uhacks 61,793 15,259 101,861 35,927 107,321 73,352 465 
Dites ee COCR ces weieenee © les oes 17,855 SIO access <neenda  Gemade o6eees 
Imperial Assurance, N. Y.... 87,960 35,280 34,695 5,722 27,599 13,453 6,658 ,019 
Importers & Exporters, N. Y. 719,510 319,953 34,288 Cae caoiacea. “ sacuds 6,413 39 
Indemnity, St. Louis........ 925,184 377,279 err aaa «ceaa eeecee eeue “caema 
Independence Fire, Phila..... 9,719 ,600 2,592 ees ee ce weeuee pe 
pe I OG A ee 17,481 3,319... aeees yee cee wae 
Ins, Co, of N. A., Phila...... 2,335,644 971,315 916,376 345,636 581,996 398,264 54,567 28,950 
Ins. Co. of State of Pa....... 264,529 110,122 74,319 44,817 Kaase  ‘dnens —ceeeen 2 ecccece 
r-State Fire, Mich....... —28 —1,071 1 ae ee whew —206 41 
etecteachen, 5 Sere 24,795 2,221 30,996 1,766 36 anda 9,934 5,561 
La Salle Fire, New Orleans... 31,733 6,482 4,871 + eee? ~  wenene  <eonenue )) aaeeee 
Liberty Bell, Phila......... ’ 255,304 51,513 6,759 2,667 eeseae a acer in sees s  weeees 
Lumbermen’s, Philadelphia... 1,21 24 5,270 89 waves,  wewneu 63 33 
Lumbermen’s Mut., Mansfield 107,534 36.671 30,027 4,545 “tases eae 959 39 
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A PLEDGE 














Sound Insurance is as vital to stable business conditions 
as is sound banking. 


The responsibility of insurance companies to the public 
is great, and the standards of business conduct of these 
insurance companies are correspondingly high. 


The GENERAL REINSURANCE CORPORATION as 
the partner—through reinsurance—of more than fifty 
successful casualty and surety insurance companies is 
pledged to uniformly uphold these standards of business 
conduct and is further pledged to assist always—from 
within—in raising these standards where possible to an 
even higher level, thereby making insurance an institu- 
tion of ever greater service to our nation in the solution 
of its economic, commercial, industrial and social prob- 
lems. 


General Reinsurance Corporation 


80 Maiden Lane 
NEW YORK 


CASUALTY and SURETY TREATY REINSURANCES 
EXCESS and CATASTROPHE 








J. G. WHITE, CARL M. HANSEN 


President Vice President—General Manager 
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iow to Write Hail Insurance on Growing 
Crops 
(Continued from page 4) 

cash or accepts the insured’s note made pay- 
able to the local agent in person and the loval 
agent in turn finances the business by paying 
the company in cash the net premium due, or 
he makes arrangements with a local bank 
whereby the bank will loan money to the local 
agent taking the farmer’s note as collateral and 
advance payment to the company by issuing a 
certificate of deposit made payable to the com- 
pany for the net premium. on 

The third and most important objection raised 
is that the farmer does not understand the 
contract and in case a loss should occur, he is 
fearful lest it would be impossible to adjust 
the loss. This objection can be met by the 
local agent stating that the company which he 
represents is a reliable and financially strong 
institution; that the adjusters employed are 
thoroughly familiar with crop conditions and 
that the losses will be adjusted by the adjuster 
going in person with the grower into the field 
or orchard and making an inspection of same 
and estimating on a percentage system the 
amount of damage from hail which has been 
sustained. 

Once this percentage is agreed upon, the 
percentage is applied to the amount of insur- 
ance applying and the loss adjusted accordingly. 
Losses are paid within four or five days after 
the proof of loss duly signed by the adjuster 
and the insured has been received at the com- 
pany policy-writing office. 

After the local agent has met practically all 
of the objections raised by the prospect, it is, 
of course, necessary to induce him to sign a 
formal application for insurance. Most agents 
during the conversation, fill in the application 
in duplicate by the use of carbon paper so 
that in nearing the end o the conference, the 
application is filled in, in detail, showing the 
insured’s name, his postoffice address, the crops 
covered and the amount of insurance applied 
for and the total amount of insurance under 
the application, with all other information 
asked for by the company. 

The application should then be presented to 
the prospect for his signature. In case he re- 
fuses to sign, upon first presentation, let him 
hold the application in his hands and hand him 
the pencil and keep on talking to him. If the 
transaction can be closed and the prospect will 
give his application for insurance, he will 
usually do so within a few minutes after the 
application is placed in his hands. 

After the application has been signed, it is 
then, of course, necessary to make settlement 
of premium. This can be done as above ex- 
plained. 

After the applications are received, then 
same should be transmitted to the policy is- 
suing office of the company with a remittance 
covering the net premium due under the trans- 
action. Remittances should be made by bank 
draft, postoffice or express money order or, if 
handled on a certificate or deposit basis, by 
sending in a certificate of deposit. (A remit- 


(Concluded on page 20) 
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PREMIUMS AND LOSSES IN 1925 IN IMPORTANT LINES 
(Continued from page 25) 


al MOTOR SPRINKLER 
COMPANY VEHICLE TORNADO HAIL LEAKAGE 






















































American Stock Companies Premiums Losses Premiums Losses Premiums losses Premiums Losses 















Manhattan F.& M., N.Y... 49,493 11,805 10,865 ae) ouaaen ‘ eaawes Ge!  uceges 
Marquette Nat'l, Chicago.... ......  ...... 5,048 LO -cctic“e.seeuew ‘teaneun © dene 
Mass, F, & M., Boston...... 759 32 8,615 Wn) “Saadau” ~ waders 1,591 227 
Mechanics, Philadelphia..... 0 6.0.0. cece 69,576 EGGo « Keaeen me cuaees 731 2,440 
Mch., & Traders, N. Orleans... 125,445 76,453 75,155 12,607 4,838 1,568 938 285 
Mercantile, N. Y......... : 869,344 357,941 129,853 19,280 1,237 114 21,640 6,841 
Merchants Fire, Denver : 5,907 978 19,853 1,383 TP) weueue 765 307 
Merchants Fire, INS ais savas 338,310 152,182 95,156 15,574 141,408 19,964 590 389 
Merchants, Providence......  ...... es. eee 26,343 3G wkatas «= “aewaee 2,363 440 
Mercury, St. Patil... «2.0.00 23,006 2,392 11,892 TERRY cicada, senaes “ 2,089 16 
Michigan F.& M., Detroit... ...... ...... PET Ae 7 ee Rl eS A i rs 
Mich, Millers Mut., Lansing.. 188 1,042 50,213 6,826 eet 1,889 231 
Millers BAMA coc; kesnee wae ous 19,615 7,236 Gane seasons 834 33 
Millers National, Chicago.... 210,956 78,174 72,695 BRAOSe sede 86 Secunia pee 
Milwaukee Mechanics, Milw.. 551,361 255,294: WOEATS I907TE sissies dddedi 5,843 2,394 
Mississippi Fire, Jackson..... 9.0.2.2. ees uce 16,693 Sa) -cewaug® Useeeugar) isewues.) were ° 
Nat'l Amer, Fire, Omaha Sarna 71,091 25,845 59,111 18,028 65,434 GRE) © secccs. “strewn 
Nat'l-Ben Franklin, Pitts..... 52,813 53,019 109,630 laa ~ «zecwae  ~eneega 237 1,788 
National Fire, Hartford...... 3,336,230 1,716,859 1,462,003 665,992 123,511 78,101 9,404 2,565 
National Liberty, N. Y...... 646,574 286,011 375,072 108,599 ......  ceece ‘ 22,659 6,744 
Nat’! Reserve, PUT: acces a caters 45,661 DO er eveuee  eeeeea  <endud 
National Security, Omaha.... 36,928 14,830 43,107 Oe. geueee -vedaces 170 8 
National Union, Pittsburgh... 2,697,071 1,376,072 530,257 206,936 343,483 204,661 4,640 2,825 
Newark, Newark.........00. 504,882 228,384 83,559 RRMMEY ceensa abana ° 4,827 710 
New Brunswick, New Bruns... _...... —2 35,352 CI. wives ens inte 949 210 
New Hampshire, Manchester. 300,692 @a135,563 pe 4,968 3,507 
New Jersey, INCWRIES << 00006 320,730 167,414 41,751 16,447 106 eeeace 10,513 305 
New York Fire, N. Y........ 2,618 412 3,115 420 3 Sauoana 1,695 711 
New York State Fire, Albany. 14 256 10,268 3,225 cumkes aeadae 1,105 

Niagara Fire, Na Wascccudeaes 1,499,250 581,451 406,595 141,007 © 347,676 196,358 14,251 6,492 
N. Carolina Home, Raleigh... 1,132 783 8,345 UA. seaman | «eawne 1,270 55 
NGstheSt No Vive canescens 168,416 60,279 93,154 ERe””©6=s Saacace. ~aaoune 370 30 
North River, N. V.......... 1,460,229 711,861 327,045 90,217 28,264 18,287 20,378 4,660 
Nosthw't'n ¥.:& Mi. Mins... 9 ccccss ececes 33,331 RGGE <seucne: jseueee 1,900 998 
Northwestern Nat’l, Milw.... 387,098 145,566 289,746 Sonaee)©)—odaacae 20 wees 1,658 896 
Ohio Farmers, Le Roy....... 164,649 54,008 159,733 120,548 3,436 715 1 352 4 
Old Colony Boston......... 303 384 127 092 58 382 14 553 699 254 2 888 1215 
Old Dominion Fire, Roanoke. 52,954 EGE Jedaeat. hades aactiee  <dekagu Uae 
Orient, Hartford... cece 368,364 141,128 160,536 21,995 —EF > lcwcnws 1,553 1,527 
Paeiie Fite No Vive. ccscccs's 1,057,053 516,897 43,866 21,687 , eee 6,770 1,799 
Pacific States, Portland...... 1,830 Ane, 4adene  cheaah —laaaee «<.” angen samene wssgue 
Palmetto, Sumter........... 42,653 6,971 7,042 SE! 8 ksceee soca © ~wheewel - <eoaeee 
ig 0 ae, ee | er eee 167,657 115,552 35,992 SMP kkvica 0 wowed 1,362 544 
Pennsylvania Fire, Phila..... 757,101 342,783 228,342 59,383 10,225 5,385 29,968 13,147 
Peoples Fire, Frederick, Md.. 10,131 2,730 4,214 icanws snes : 794 pe 
Peoples National, Piiigc.cccce cecces  cececs 20,555 Sa a@ecaee= seunded eres. 
Philadelpnia F. & M., Phila.. 180,403 57,136 167,391 S,  caweae.  .oneeten 13,744 4,559 
Phoenix, Hartford.........06 583,147 306,091 994,179 322,317 362,176 248,423 28,549 26,967 
Pilot Fee, GOON cccccs 80 cwedden 8 = ts ewes 8,51 COne® aeceae edeua, “saan i a 
Potomac, Washington....... 325,348 130,485 13,947 206 12,775 Geeky wteuns 
Presidential F, & M., Chicago 10,787 4,493 11,621 Gee. adasaa “aeeees 4,149 242 
Providence Wash., Providence 471,865 249,216 146,896 40,184 452,888 279,255 6,963 1,847 
2 A Seer ee 1,305,061 587,659 306,036 ROGGE) Séacuee 86a 56,021 16,036 
Reliable Fire, Dayton....... “OR anewes 1,663 353 deaeea ©» waa 263 207 
Reliance, Philadelphia....... 127,767 = 79,741 = 39,3862 22,267 eee nee eee 634 70 
REPRE GR TOME cccctcces 8 806=— cuties 86 “Keane 78,550 16,714 tinge eeeneay  d@eatian saveee 
HeGGhie Pes ceccncneceacus 17,704 2,999 31,621 14,367 633 54 OG o) sedans 
Retailers’, Okla, City ...... x 35,366 10,366 15,127 WaneP -ckcewe | édbaced v» “es need ocngks 
Rhode Island, Providence....  scecce  ceseee 106,674 26,674 ivsced  egades 10,862 7,913 
Wists Ni: Wink cece ccsece 115,540 43,217 31,770 2,175 163 
Safeguard, N. Y....... es 63,029 34,619 35,591 . ta) sanded 
Savannah, Savannah oo-neeeea. \Gambaae 6,75. 519 311 
Security, Conn....... Gace 336,831 134,868 336,209 6,446 5,584 
Sectiviésy, TOWAs<so6cccccecss 10,746 734 TRG, BEee ieecve © daacaa _ “eaeers cweeee 
Sentinel, Springfield..... whew —“weuare«. “aaueus | ree a desea  —“ewaaas 17 ES 
Sootte Cecchi COnMitecsc: <icscas  <eeces 2,982 We esadaw  Suanaa 337 211 
Southern Home, Charleston. . 9,470 1,305 26,912 EGE) saeane  kendun 750 420 


Springfield F. & M., Mass.... 1,189,064 522,634 861,554 2721496 549,491 387,509 44,411 22,702 
St. Paul F, & M., St. Paul.... 1,813,029 910,787 955,253 464,298 856,582 496,280 23654 177430 


SeaMMeD  ascccapeaesae) “sawece \cwdeoas 30,656 TAOS wt. 2ceeea, eodadae eee 
Same OMEcccccccacesée  <cstuue  Sceceu “Sages auseus 15 jumade 2,859 740 
Standard, Ne Wisc cccscctvcee 123,566 19,739 8,017 1,188 widees:  <keane 371 40 
Stat. We Soc ccscuccucvecces 180,362 97,482 105,691 33,723 14,960 7,963 3,706 3,269 
Sterling, Indianapolis........ 329 388 75,561 24,623 4,110 2,382 6,970 2,737 
Stuyvesant, N. Y..........0 328,212 128,366 36,797 GRUGe  acééa a  -Cbataead 3,671 85 
Superior, Pittsburgh......... 81,160 25,789 69,262 pS rr a. begat ae -senaes 
Transcontinental, N. Y...... 26,530 124 a dacade 0 »©6 “Segeee 8 6- adaaee «| reat eee i 
Travelers Fire, Hartford..... §92,510 93,333 PS eee Lew ee See .ccatee 
Twin City, Minneapolis...... 169,206 86,629 73,860 A et a ee PP AP. Ss 

ited American, Pittsburgh. ......  «seeees 10,349 aes Saaea ite ‘ 337 203 
United Waemene, PUBS. «6,600 209,897 109,778 32,226 ake dae eden 6,603 1,338 
United States Fire, N. Y..... 1,107,579 523,302 683,889 337,429 106,383 46,345 30,248 15,877 
U.S. Mcht. & Shippers, N. Y.. 527,560 287,096 42,501 Geee. siscee eoees e 2,673 74 
Utah Home, Salt Lake City... «= ....05 ween 4,718 “Ge anenes awaeedd 753 518 
Victory, Philadelphia........ 66,994 36,099 27,204 PROGR dcvcue oceeue 134 135 
Virginia Ve Se ee er oe ee 16,840 EGae 8 éccuce 0. dn ee eae awa 
Veilesa NOW es ceccscccwcese 1,845 Gi cacuds  tevaga sewade « “aauee ee 
Westchester, N. Y........0- 362,053 202,580 383,872 205,875 518,449 297,568 30,565 17,058 
Wheeling, Wheeling........ a vetedew - “weeaes 5,893 28 wanea aaeuee. “eudead state 
World F. & M., Hartford.... 123,429 34,677 48,161 2,996 35,576 51,468 2,402 473 











i Direct 
Ba Moy , a : = ... 81,768,384 36,918,516 31,627,660 11,553,594 15,318,570 9,808,805 1,464,031 724,468 
(Concluded om page 29) 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,700,216.33 
Capital - - - - 750,000.00 
Surplus - - - -  1,001,125.89 
Voluntary Catastrophe Reserve 500,000.00 
Reserves “ -  2,449,090.44 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 











A Progressive SURETY and CASUALTY Company 




















FIDELITY axp SURETY BONDS 


ACCIDENT, HEALTH. BURGLARY, AUTO- 
MOBILE, LIABILITY, PLATE GLASS AND 
WORKMEN’S COMPENSATION INSUR- 
ANCE. 








CAPITAL, $2,450,000.00 


Union Inpemniry 
woo, COMPANY ewer 
CASH CAPITAL $750,000.00 


CASUALTY AND SURETY COMPANY 
Home Office: Brumder Bui ding 
MILWAUKEE, WISCONSIN 





Executive Offices Eastern Department 
UNION INDEMNITY BUILDING 100 MAIDEN LANE 
NEW ORLEANS NEW YORK 














GUDE, WINMILL & CO. 


Members New York Stock Exchange 





11 WALL STREET 
NEW YORK 


Insurance Stock Department 


TEL. HANOVER 7520 

















AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 
Office Building 
Fidelity and Surety Bonds 








nant suaabove 





Burglary Insurance 


Check Forgery and Alteration Insurance 























THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition 
By LUTHER E. MACKALL, A. B., L. L. B. 


An Instructive Work for Surety Managers and Underwriters 


CHAPTER HEADINGS 


FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
filed in course of judicial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of lost 
instruments—Bonds on Assignments of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 


Price $3.50 
THE SPECTATOR COMPANY 


CHICAGO OFFICE: Selling Agents 135 William Street 
Insurance Exchange , NEW YORK 
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o Write Hail Insurance on Growing 
Crops 


(Continued on page 27) 


How t 


ance may cover the premiums due under two 
ot more risks. ) 

Upon receipt of the application at the policy 
writing office, the company has 24 hours in 
which to either approve or reject the insurance. 
If the insurance is rejected both the agent and 
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the applicant will be notified by telegram or 
by letter and the applications will be returned 
io the agent with the remittance accompany- 
ing same for return to the applicant. If the 
insurance is approved and accepted the com- 
pany will immediately issue a policy and deliver 
# to the agent for delivery to the insured. 

When the policy is received, it should be 
delivered to the insured and the local agent 
should explain to him the manner of report- 
ing a loss. A blank notice of loss, with enve- 
lope addressed to the company, is enclosed with 
each policy. Should a hailstorm occur and 
damage to the crop be caused, exceeding 5 per 
cent, then the insured should fill in the blank 
notice of loss and mail it to the company by 
registered mail, asking for a return receipt 
(notice to the local agent is not notice to the 
company and will not be accepted). 

Hail insurance on growing crops is a fast 
growing business. The insurance is now writ- 
ten in every State in the Union and on practi- 
cally all classes of crops. Many local agents 
have considerably increased their commission 
accounts by soliciting this important class of 
coverage. It is the duty of the local agent 
to serve his patrons and the people living in the 
vicinity of his agency. One local agent ex- 
pressed this thought in the following words, 
‘I consider that I am a semi-public official in 
that my office is open for serving the public, 
therefore it is my duty to offer to my pros- 
pects all classes of insuarnce, that in case of 
disaster they may have protection.” 


Bank’s Responsibility for Forgery 
By Joun A. CocHRANE 
Vice-President, National Surety Company 
The best authority in the country is. quoted 
as saying that practically 99 per cent of the 
forgery losses fall upon the depositor—not 

upon the bank. 

The false idea that the bank is always re- 
sponsible for forgery of signature, or endorse- 
ment, has been promulgated largely by sales- 
men for mechanical devices (designed to 
hamper check alteration) in urging the pur- 
chase of the device or fancy paper they hap- 
ren to be selling, 

Because the subject of forgery losses is of 
growing concern to the business world a pub- 
lisher has recently attempted to capitalize this 
interest by issuing a book of citations and ask- 
ing the public to buy a record of lawsuits in- 
volving forged or altered checks. By his pub- 
lication and publicity, he has emphasized the 
need for forgery bonds to do away with any 
necessity for expensive legal action or em- 
barrassing controversies with banks. 
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PREMIUMS AND LOSSES IN 1925 IN IMPORTANT LINES 
(Concluded from page 27) 


MOTOR v 
COMPANY VEHICLE TORNADO HAIL STRAKAGE. 





















































American Stock Companies Premiums Losses Premiums Losses Premiums Losses Premiums Losses 


AMERICAN REIN- 
SURANCE COS. 





American Reserve, N. Y..... 13,255 7,490 22,829 * = 8,019 

Eagle Fire, N. J errs 1.187 894. 551,531 oa otal Be 1038 
ire Reassurance, N.Y....., 61,22 27,579 «60,135 i" t13 202,437 = 91,252 g 878 

International, N,V. 51.221 22'519 125404 © 31°718 36,793 18700 3 080 3798 

Inter-Ocean Re., Cedar Rapids —-17.129 1,690 84,816 38,283 790/544 268/210 859 674 

Lincoln Five, Ne occccccces 34,965 13,469 54,346 15,106 

New England, Npittsfield See 205.678 194 7,978 a ee “—_ ao 

Prudential of Gt. Brit., N. Y. 8.606 6,483 24'304 4,629 13.251 "7044 3,102 1,459 
ossia, Hartford...........- 167,912 55,206 202,610 60,469 14 ‘ 298 "BI 

Pre HOmIsuteee TE. Wick asucce “<cecece ae dane, Mey _ ‘ — “a - — 





Totals, Amer. Reins. Cos. 561,179 135,524 657,753 194,045 1,065,830 392,316 62,548 21,908 


DIRECT WRITING 
FOREIGN COs. 


Atlas Assurance, London..... 317,704 180,975 136,695 Ct | Sie 7.740 3.581 
British America, Toronto,.... 202,626 77,811 66,405 9,632 SF 7.475 1921 
British General, London..... 375,758 123,720 10,002 3,990 oe a eae ; 

Caledonian, Edinburgh...... 993,194 521,240 61.956 46,971 <(l1){) {ittt! 4 1,691 31330 
Century, Edinburgh......... 364,720 121,590 9,656 FIM vedic See Te Bae eo ky ee 


Commercial Union, London... 713,850 *400,543 367,584 190,154 19,532 16,658 14,453 11,627 
; 616 


Eagle, Star & Brit. Doms., Lon 549,380 293,456 54,899 CL et ee 2,954 

Law Union & Rock, London. . 79,769 34,066 44.687 Lie) | ene: es 1.237 * 218 
Liverpool & Lon. & Globe, Liv. 886,377 464,337 493,452 186,167 79,785 42,156 += 28.689 ~—=«11.740 
London & Lancashire, London. 549,336 241/950 143,624 W789 occ 08: Sie a 2,593 2'106 
London & Scottish As., Lon. . 34,489 21,735 16,774 SMy vay Pew ikea 655 179 
London Assurance, London... 730,513 281,963 95,118 CED Senses. sees 3,706 161 
Netherlands, The Hague..... 106,504 28,031 25.167 Matas? Jose oe anes 

New Zealand, Auckland...... ...... =i 8.765 859 CS eee: 1,067 1,112 


North Brit. & Merc., London. 830,245 361,279 + 322,104 += 95,499 39,006 = 17,185 = 89376-27483 


Northern Assurance, London. 414,116 214,114 194,148 92,115 Parner Beye 14,844 14,419 
Norwich Union, Norwich..... 388,354 189,181 134736 35,300 1,595 1,101 2,885 '373 
Palatine, London............ 364,215 156,981 134,978 60,355 11/235 7,142 9,159 4,439 
Queensland, Sydney, N. S. W. ee (EO Goes ee, levee, yl ee RE ee ; 
Phoenix Assurance, London... 637,531 277,844 155,830 30,713 i220 ST 21,832 19,021 
Royal, Liverpool............ 1,676,452 889.266 657,785 173,199 ............ 30,37 : 
Royal Exchange, London.... 345.401 117,429 = 78,782 9,875 1,241 235 rete er 
Scottish Un. & Nat'l, Edinb’g. 325,168 123,993 140,757 38864 1,835 29 5,664 3.692 
State, Liverpool.........+.e+ 105,643 38,967 33,733 4.431 (4 MRRP 2,822 1,798 
Stans Bases. 0. aé.caciece eos 652,259 289,047 157,066 71,206 ...... 217! 3,634 2,312 
Svea F. & L., Gothenburg.... 61,885 ERE iesduwe \Geeweae Catagga’ ~aGeades. 2caeeou eee 
Tokio M, & F., Tokio....... 206,423 71,648 30,757 A SS sah cate 2,589 55 
Union, London..........0.- 220,406 111,042 60,692 34,622 48 20 6,829 5,134 
Wiian, CasikOn-. vnc sn cccwses 751,885 1,376,595 85,230 Witness so ctes, Ae 4,675 1,193 
Urbaine, Paris..........000- 84,022 43.333 70,302 Ge ceca Soha 10,203 3,175 
Western Assurance, Toronto. . 126,902 68,945 96,999 15,208 CU) Peacaed 8,503 1,303 
Yorkshire, York.........0.: 447,441 235,113 52,468 242998 ..°,..  (°°"" 1,363 373 





Totals, Direct Writing 
Foreign Cos........ 13,595,618 7,386,791 3,940,651 1,283,360 164,670 84,496 291,153 134,384 


FOREIGN REINSUR- 
ANCE COS 





Baltica, Copenhagen......... 1,367 957 45,806 SEAN ~ sessed. - coed 3,445 1,298 
Christiana General, Oslo..... = seeeee =n aeees 49,224 Gaee  * 3ecce Poe 4,919 3,044 
Consolidated Assur., London.. 14,024 10,518 21,772 16,329 18,303 13,727 8,357 6,268 
Jupiter General, Bombay .... 13,912 8,456 9,937 4,522 2,166 1,038 1,294 1,202 
Ee Cahene NG; DAVENR.c. 5 0 deccee 8 8=©=— signee —1,363 OF wises <Axchee. ces ieee 
Metropolitan Nat’l, Havana.. 68,524 MP) eeeene <wigeanns deaeee . “dagueee tee 
New India, Bombay......... 4,006 2,847 24,320 4,573 13,251 7,303 3,473 1,951 
Nippon, TOKIO. « « +.6660606006 6,262 1,547 6,029 Ee Stacie: ) >. teaeuers 634 36 
Osaka M, & F., Osaka....... 1,857 1,99 12,661 3,936 13,251 7,303 2,446 804 
Prud. Re.-and Coins., Zurich.. 30,244 20,445 104, 750 SQUNWEE ciewiowe>) . “duane 17,940 4,928 
Reins. Co., Salamandra...... 39,839 26,038 73,224 22,459 3,178 3,693 8,240 2,184 
Skandia, Stockholm......... eeeees severe af 36,625 4,120 Pe a re * 5,137 2,252 
Skandinavia, Copenhagen. ... 914 _ 279 18,609 4,413 1,118 923 467 403 
Swiss Reinsurance, Zurich.... 140,218 50,519 80,637 SOM! | veccay  Sadees 15,941 6,484 
Un. & Phenix Espanol, Madrid 39,505 24,192 15,553 7,023 ay =f 1,639 1551 
World Auxiliary, London..... = « «+s 104 13,752 BINED <idicavada Ucamace 4,877 2,123 

Totals, For. Reins. Cos... 360,672 147,301 511,536 131,426 51,260 33,981 78,809 34,528 





Grand Totals, Amer, and ; 
Foreign Cus.......+0. 96,285,853 44,588,132 36,737,600 13,162,425 16,600,330 10,319,598 1,896,541 915,288 


*Includes aircraft. aa Includes adjustment expenses. 





To illustrate: While checking your bank's As an anti-litigation bond alone the forgery 
statement you discover a $1000 check bearing bond more than justifies its small premium. 
what appears to be your signature, but which 
is, in fact, a forgery. You proceed to the 





Water Damage Insurance in 1925 









F Net Losses 
bank and ask that your account be credited named eae ts of Company Premiums Paid 
. ¢ ealth a Bae eeeenede 2 
with the amount of the forged check. The Mesunatiie. N. » Zea Bi ‘vue aa 
bank compares the check with your signature Merchants Fire, N. Y......... 1,083 872 

lik North Brit. & Mere., London.. 26,604 5,698 
card and finds the signatures to be alike— Pennsylvania Fire, Phila....... 4,494 1,988 
forgers are clever.’ The burden of proof that ossia, Hartford ............ 3,403 991 
you did not sign this particular check is on nee sshbevelitiensiseans $41,474 $12,463 
your shoulders. In the meantime, your $1000 AER TUR iv s creer onenaves 30.05% 
remains out of your reach, while you invest Registered Mail Insurance in 1925 
) i and more money in lawyers and : : Net Losses 
both time anc . ’ y Name and Location of Company Premiums Paid 





lawsuits. Hanover Fire, Ni. Yis.c.cesces cece $89 
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General ccident 


MA Gy, FIRE AND LIFE 


ge, ASSURANCE CORPORATION, Lta! 


~—— RICHA2DSON, United States Manage: 


GENERAL BUILDING, 4m & WALNUT 8TS. 
PHILADELPHIA 








INCORPORATED 1832 


a e e e a 
Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1925 
Reserve for Unearned Premiums $1,239, 147.00 
Other Liabilities 384,909.00 

‘Capital 


1,774,407.00 


Total Assets $3,398,463.00 


Wm. H. Palmer, President . Palmer, fone | Vice President 
B. C. Lewis, Jr., Secretary Wm. y oF ere Hill, Asst. Secretary 








J.C. Watson, Treasurer J. M. Leake, canal Agent 











THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY a & BURGLARY 


ACCIDENT a! y Oh CREDIT 
HBALTH \ . FS BOILER 


AUTOMOBILE ’ weet a A LANDLORDS 
TBAMS PaO 9 ana ELEVATOR 


COMPENSATION Ber Beh! ey Ne GENERAL LIABILITY 


Established roiy 1869 


LONDON GUARANTEE & ACCIDENT 00, Ltd., °Enctano. 


Head Office 55 Fifth Ave., New York 
C, M, Berger, United States Manager 


Philadelphia Branch Office 
Wood Building, 512-514 Wainut Street, rpg Pa. 
ELMERA. LORD & CO., Resident Managers. 45 Milk Street, Boston, Mass 





Perseverance— 


Press despatches recently told of a prospector 
who came upon an abandoned mine in the Mojave 
Desert. He found holes drilled and ready for the 
explosive charge. Curious to see what that by- 
gone miner would have uncovered had he fired that 
last shot, he tamped powder into the holes, blasted 
and exposed a rich vein of gold. 


Eighteen years before, a miner toiled in the 
blistering heat of the desert to bore those holes. 
Repeated failure had so shaken his confidence, 
however, that when word reached him of another 
strike, he abandoned his claim to join the rush to 
the new fields—not even waiting to fire that last 
charge. 

It is often the case in business. After devoting 
much time and labor to a prospect we abandon 
our efforts and later see another reap the reward 
that should have been ours. So keep working the 
old claims for you never know when you may 
strike pay dirt, and remember you have the whole 
organization of the Fidelity-Phenix at your com- 
mand, ready and anxious to assist you at any time. 


FIDELIT Y-PHENIX. 
FIRE INSURANCE COMPANY | 


Home Office: Eighty Maiden Lane, New York, N. Y. 


ERNEST STURM, CHairnman of THE Boaro. 
PAUL L.HAID, Presipent. 


CASH CAPITAL FIVE MILLION DOLLARS 


New York Chicago Montreal San Francisco 














General Agents Wanted 


Profitable territories now available in Florida, Vir- 
ginia, Kentucky and North Carolina. Write today to 


THE PROVIDENT LIFE AND 
ACCIDENT INSURANCE COMPANY 
of Chattanooga, Tennessee 
Life Accident Health Automobile Accident 











——— 


ASSURANCE (2 (8 \2\ COMPANY 
LIMITED E \ | (>) OF LONDON 


UNITED STATES BRANCH 
R. P. BARBOUR, General Amore 
H. N. KELSEY, Deputy Attorney Cc. W. COOPER, Secretary 
Eastern & Southern Dept., 135 William St., N. Y., on G. MARTIN, Mes: 
Western Dept., Monadnock B Idg., Chicago, i. -» H. D, LEWIS, Mer 











Pacific Coast Dept., San Francisco, Calif., F. C. i ROBINS, Mer.” 


SURETY AND CASUALTY | 
SALESMANSHIP 


By 
JOSEPH R. WILSON 


Manager, Development Division 
Maryland Casualty Company 


Manager, Maryland Casualty Company 
Training School 


Compiler of Lesson Papers on Surety and Casualty J 
Principles and Salesmanship and Field Development © 
for the Maryland Casualty Company Training School. © 


Former Vice-President United States Fidelity and | 
Guaranty Company, and only brother of the late | 
President Woodrow Wilson. 


Compiler of agents’ text book “Fidelity Bonds, Surety — 
Bonds, Casualty Policies, the principles governing 
their underwriting; the methods of constructive sales- — 
manship and the service in connection with them” for ~ 
the United States Fidelity and Guaranty Company. ~ 


Single Copy $4. 
ae _ —————— | 
THE SPECTATOR COMPANY 
CHICAGO Publishers NEW YORK 























